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This team of mules was once the 
pride of H. J. Ingold, president of 


the S. C. Shannon Co. 


Big Jo Flour has been sold in Appleton for 


more than 45 years. 


W ABASHA ROLLER MILL Co. 


WABASHA 


mule teams were delivering groceries,” says Clyde 
Chapelle of the S.C. Shannon Co., Appleton, “Big 


Jo Flour was our standard of quality. 


“Trucks have replaced mules but the stubborn 
quality of Big Jo persists and our sales have con- 
stantly increased—even through the depression 


when low grade flours were juggled and pushed 
by many firms. 


“Time has proven that it is not the initial cost of a 


sack of flour, but the results obtained in the kitchen 
that makes repeat business.” 


It’s ‘‘Best in the World.”’ 


MINNESOTA, U. S. A. 
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wish you 
Bery Merry Christmas 
anda Gappoy and 


Prosperous 
New Year 


THE FEED BAG—DECEMBER, 1935 Page Three 


3 


Che feed 


~qu—-The Deaiers’ Paper—™~ 


Contents for December 


Vol. 11 Milwaukee, Wisconsin No. 12 
Expect Early Action on Uniform Feed Law............. 7 
Urge Adoption at Control Officials’ Meeting 
Building Construction, Machinery Affect Insurance.... 9 
Good Housekeeping Eliminates Many Hazards 
13 
Business Looks Better; Go Out and Get It 
Premium Prices for Eggs Help Sell Feed............... 15 


Michigan Dealer’s Plan Builds Volume 


Mickey Shows City Lad Around Lem Jones’ Store..... 17 
Explanations Make Paul Bunyan Blush 


Country Trip Recalls Good Old Days................... 19 
Dealers Really Doing Business Again 


Merchandising Farm Supplies.......................... 21 
Organizing Outside Selling by F. Harvey Morse 


This Month in Your Peed Store... ...... 22 
A Christmas Stocking Full of Practical Helps 


Central District Meeting Well Attended................ 23 


Dealers Hear Barley Insurance Talks at Wausau 


Pennsylvania Association Nominates Committees....... 23 
Hunting and Fishing Pictures Wanted................. 23 
King Midas Salesmen Have Homecoming............... 31 
Ceasked Corn........... 10 


THE FEED BAG, with which Feed Merchants Bulletin is consolidated, is ee ag monthly by the 

Editorial Service Company, Incorporated, 741 North Milwaukee street, Mil 

David K. Steenbergh, President and Treasurer; Carl A. Hoult 
retary. 

OFFICIAL PUBLICATION of: 


Central Retail Feed Association, 741 North Milwaukee street, Milwaukee. Wis. — Colby Porter, Fox 
Lake, Wis., President; Fred cane gy Milltown, Wis.. Vice ‘tees F. F. Becker, Woodland, 
Wis., Weasmneers David K. Steenbergh . Wis., S 
om Federation of Feed Merchants, ‘Potedam, N. Y.—Fred M. \ Potsdam, N. Y., President; 
A. J. Thompson, Wycombe, Pa., Vice President; Frank T. Benjamin, Canastota, N. Y., Treasurer; W. A. 
Stannard, Y., Promotional Secretary; Charles D. Campbell, Potsdam, Y., Secretary. 
New England Retail Grain Dealers Association, Box 8, Ludlow, Mass.—A. T. Lewis, Newport, R. I., 
President; A. son, Contoocook, N. H., Vice President; H. R. Ryther, Belchertown, Mass., 
Treasurer; Lynne P. Townsend, Ludlow, Mass. .. Secretary. 
lowa Millers & Feed Dealers Association, New Hampton, Ia.—A. W. Appleton, Osage, la., ties: 
Ernest Striby, Denver, Ia., Vice President; E. C. Heinmiller, New Hampton, Ia., y an 
SUBSCRIPTION RATES: Single copy, 25 cents; $2.00 per Year. $3.00 for Two Years, Payable in 


Advance. 


Advertising Rates on uest. Changes in advertising copy may be submitted up to the 15th of th 
preceding da issue. Last closing date, the the the 25th. 4 


Vice President; Emil J. Blacky, 


Page Four 


THE FEED BAG—DECEMBER, 1935 


ADVERTISERS 

INDEX Page 
American Dry Milk Institute.............. 12 
Arcady Farms Milling Co................. 6 
Calcium Carbonate Co. 5 
Cannon Valley Milling Co................. 32 
32 
Capital Flour Mills, Inc................... 31 


Denver Alfalfa Milling & Producte Co...... 33 
Deutsch & Sickert Co. 
Diamond Huller Co 


Dreyer Commission Co..................... 32 
Excelsior Milling 32 
Products Corp... 35 
30 
34 


Spencer Kellogg & Sons Sales Corp’n........ 33 
King Midas Mill Co, 


Kraft-Phenix Cheese Corp................. 8 
La Budde Feed & Grain Co............... 33 
Maney Bros. Mill & Elev. Co.............. 32 
Marblehead Lime Co..................... 22 
Hay & Feed Co... on 
Milwaukee Grain & Stock Exchange....... 18 
Milwaukee Tallow & Grease Co............ 

Minneapolis Greetings.................... 16 
Minnesota Linseed Oil Co................. 28 
Mutual Fire Prevention Bureau........... .. 
New Richmond Roller Mills Co............. 32 
32 
Northwest Linseed Meal Co............... 32 
Oyster Shell Products Corp................ 29 
Pecos Valley Alfalfa Mill Co.............. 33 
Pittsburgh Plate Glass Co..........c.ccee0e 22 
10 
Raegtke Tiros. & Mortech 32 
Dr. Salsbury’s 
20 
Vy Lactos Laboratories, Inc............... 32 
14 
5 


Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 

e Feed Bag advertisers for advertisements in this 
publication are accepted only from firms of known 
financial responsibility and established business in- 
tegrity. When buying—feed, grain, allied products 
and machinery—don’t forget to boost The Feed Bag. 


== Cedar Hill Formulae Co................... 28 
=| Cereal Grading Co........................ 30 
== Classified Advertisements.................. 32 
2 7 Commercial Molasses Co................... 26 
23 Continental Grain Co..................... 5 
2# Corn Products Sales Co................... 31 
=§ Dairymen’s League Co-op. Ass’n., Inc...... 27 
| 
| 
|| 


CONTINENTAL EXPORT CO. 


Minneapolis ... St. Louis... Kansas City The Wisconsin Milling 
PACIFIC CONTINENTAL GRAIN CO. | 
Spokane ... Portland . . . Seattle Company 


ia 
MENOMONIE 


Continental Mill Rose 
Poultry & Dairy Feed 
Grain Co. MA-C Mill Feeds | 


Produce Exchange ... New York wish you 
Board of Trade. ..... Chicago 


A Merry Christmas 
| and A Happy and 
CASH GRAIN 


Wheat..Oats..Rye..Barley..Corn.. Flax. . Soya Prosperous 


GRAIN FUTURES New Year 
Executed in all Contract Markets 


profits by selling Dog Food. Make 
your store a place for dog owners 


SEASON'S GREETINGS 
VITALITY DOG FOOD 


It is complete, balanced, mineral- 


ized and vitamized. Dogs like it Best Wishes for a Bery 
—it makes friends and gets re- Merry Christmas and a 
peat orders. It keeps dogs healthy 

and is very economical to use. Use Happy and Prosperous 
coupon below for ful! information. New Bear. 


Vitality Mills, Inc. 


2020 Board of Trade Bldg., Chicago, IIl. 


VITALITY MILLS, INC., 


Bidg., CALCIUM CARBONATE CO. 
« Without obligation please send me details of the profit op- 43 E. OHIO ST., Chicago, Ill. 


portunity in selling VITALITY DOG FOOD, also samples, prices, 
literature and local advertising plan. 


Dealer. 


Plants at Quincy, Ill.; Alton, Ill.; Carthage, Mo.; White Bear, Mo.; 
Ste. Genevieve, Mo. and Weeping Water, Nebr. 
F.B. Address 
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TO YOUR HOME 


GROWN GRAINS 


USE 


Arcady Wonder Molasses 


—a successful carrier of molasses, which will 
not harden or cake, nor liquefy when exposed 
to the air. Itis a palatable, free running, heavy 
molasses concentrate blended with Peanut Oil 
Meal, Prime Cottonseed Meal, O.P. Linseed Oil 
Meal, Soybean Oil Meal, Calcium and Salt— 
cured under our exclusive, natural process, mak- 


ing a highly successful molasses carrier for 
batch mixing. 


Contains no filler—enabling you to mix palat- 
able, dependable dairy feeds from home-grown 
grains and other available feeds. 


Investigate this product today—you need it in 
your business. 


| 
ARCADY FARMS MILLING CO. « 
223 W. Jackson Blvd., Chicago, Ill. ; 
Send further details about S en d t h is C Ou p on 
ARCADY WONDER MOLASSES CONCENTRATE 1 
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December, 1935 


Number Twelve 


Control Officials See Early Action 
| For Uniform Feed Law 


Manufacturers Ready to Cooperate 


gredients used in mixed feeds to 

carry brand names and the early 

adoption of the much discussed 
uniform feed law comprised the topics 
of chief interest at the 27th annual con- 
vention of the Association of American 
Feed Control Officials which was held 
at Washington, D. C., November 14 
and 15. 

Hope that a uniform feed law would 
be put into effect soon was expressed 
by W. B. Griem, Madison, president of 
the organization in his annual address. 

Wants Final Action 

“It is to be hoped,” he said, “that final 
action will be taken at this meeting, but 
if that proves impossible there should 
be no question of completion at our 
next convention. This would be satis- 
factory inasmuch as it would allow us 
to submit the approved draft in bill 
form to the majority of state legisla- 
tures which meet in odd numbered 
years. It would give the trade further 
opportunity to study the law, especially 
if any changes are made through our 
deliberations at this session. I do not 
mean to infer, however, that postpone- 
ment is desirable. 

“Failure to incorporate enough detail 
into our present uniform law undoubted- 
ly caused much of the variation which 
developed in the legislation of different 
states. The lack of elaboration has also 
been the underlying cause of the multi- 
plicity of state regulations. 

Legislation Required 

“It is anticipated, of course, that the 
new uniform feed law will be submitted 
to many of the state legislatures shortly 
after its adoption by this body. We 
will then be confronted with the prob- 
lem of amendments to this draft made 
by well-meaning legislatures. Undoubt- 
edly one of the proposals which will be 
most frequently offered is that of the 
compulsory open formula method for 
the declaration of the ingredients of 
proprietary feeds. Our association has 
gone on record as opposing this method 
of labeling feeds. Because the proposal 
will undoubtedly be brought before 
various legislatures within the next few 
years, it seems to me that it is advis- 
able for this association to express 
again its attitude on this proposed 
method of labeling.” 

The hope that a uniform feed law will 


A DVISABILITY of permitting in- 


be adopted as quickly as possible was 
also expressed by L. McGeorge, 
Royal-Stafolife Mills, Memphis, presi- 
dent of the American Feed Manufactur- 
ers association, who was guest speaker 
at the convention. 

“When the Lord changed the tongues 
of the people build- 
ing the Tower of 
Babel,” he said, “I 
doubt if their con- 
fusion was_ very 
much greater than 
that of the present 
day feed manufac- 
facturer who seeks 
to sell his products 
in interstate com- 
merce and comply 
with the various 
rules and_ restric- 
tions on standard 
for protein, fat, fi- 
ber, special tags, 
labels, requirements for notification of 
shipments, registration and a multipli- 
city of things that should be coordinated 
into simplified measures to the end that 
a great industry will not be throttled 
and the people it serves will have abun- 
dant protection. All of us know that 
many of our present laws relating to 
this subject are inadequate and often 
poorly written with requirements that 
if tested would hardly stand the fire of 
legal attack. 

Recommends Clearing House 

“IT recommend that between us we 
establish through the cooperation of 
your secretary and our Chicago office 
a clearing house of information and 
urge each state official to post imme- 
diately copies of any special regula- 
tions, cancellations and other changes 
as they become effective. This refers 
to regulations that are at variance with 
those that appear in your association’s 
official publication. A bureau of this 
sort properly functioning, gathering 
facts and information available to all 
would be a tremendous help to both 
manufacturers and officials alike in un- 
tangling many conflicting rules.” 

Ingredient Brand Names 

Whether or not ingredients in mixed 
feeds should be permitted to carry trade 
names aroused considerable discussion 
both during and outside of the conven- 
tion. L. S. Walker, control official from 


W. B. Griem 
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Vermont, explained that this is an age 
of trade names and expressed the be- 
lief that they should be accepted in 
feeds, providing that beneath them are 
listed the materials used in the pro- 
duct. He contended, however, that 
trade names are unnecessary, even 
though there is no particular objection 
to them, because the law requires that 
ingredients must be described. 

Many officials and feed manufacturers 
as well as producers argued that a brand 
name for ingredients used in mixed 
feeds often conveys additional informa- 
tion about the product giving the con- 
sumer an idea of what may be expected 
of it. It was further pointed out that 
if brand names are used the manufac- 
turers will be more particular about the 
quality of their products to protect the 
reputation of their trade mark. 

Mineral Mixed Feeds 

There was some discussion about 
making official the tentative definitions 
of mineral feeds. Two changes which 
will require manufacturers to use new 
statements on their sacks were made in 
these definitions, but they will have 
ample time to’ make alterations since 
the revised ruling does not go into effect 
until January 1, 1937. The matter was 
left to individual states for a decision, 
but it was felt that all would follow a 
uniform plan. 

Uniform Feed Law 

A nearer approach to a uniform feed 
law than ever before was considered at 
hand by both control officials and man- 
ufacturers as the result of work accom- 
plished since last year’s convention. J. 
W. Keller, Pratt Food Co., Philadelphia, 
Pa., chairman of the American Feed 
Manufacturers association committee 
which is concentrating on the law, was 
optimistic in his report and emphasized 
the fact that such a law was necessary 
for the good of the entire industry as 
well as the consumer. 

Batch Mixers Trouble 

It was apparent from discussions dur- 
ing the convention that unsatisfactory 
regulation is still being experienced with 
batch mixers. Mr. McGeorge, in his ad- 
dress, declared that they have made 
some laws inoperative, creating trouble 
for both manufacturers and consumers. 
The general belief was that a uniform 
feed law would prove instrumental in 
correcting most of the difficulties. 

The increasing scope of the dog feed 
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manufacturing industry resulted in a 
discussion of this product during the 
convention. It was pointed out that 
82 dog feeds were registered in Indiana 
alone this year. One official made the 
surprising statement that the feed is 
widely used for human consumption 
among destitute peoples. He estimated 
that 25 per cent of the product is con- 
sumed in this manner. A _ representa- 
tive of the Meat Packers Institute dis- 
puted the statement. 

Other subjects discussed included the 
adopting of a definition for cottonseed 
cake, establishment of a moisture base 
for calculating analysis and weights of 
mill feeds, specifying of the type of 
molasses used in feeds, determining of 
vitamin potency in various carriers, es- 
tablishing of a definition for new pro- 
cess soybean meal and the working out 
of uniform requirements for registra- 


DOES THAT 
MASH CONTAIN 


tion of ground oyster shells. The con- 

stitution of the association was amend- 

ed to include livestock remedies. 
Buchanan New President 

The board of directors of the Ameri- 
can Feed Manufacturers association 
held a luncheon followed by a business 
meeting at the Raleigh hotel, Novem- 
ber 15. The uniform feed law and other 
projects in which the organization is 
interested were ‘discussed. 

The National Cottonseed Crushers 
association was host at a dinner given 
for the executive committee of the con- 
trol officials. Three days prior to the 
convention the Association of Official 
Agricultural Chemists met in Washing- 
ton. 

C. E. Buchanan, Topeka, Kans., was 
elected president of the Control Off- 
cials association at the close of the 
convention. L. S. Walker, Burlington, 


oultrymen Everywhere 


are Demanding 


Mashes Containing 


Ample quantities of Vitamin G are essential for growth, repair of body 


cells and high hatchability. 


Milk 
helps ward off disease. 


Sugar guards intestinal health and 


Milk minerals are bone builders. 


Your Most Economical Source of Vitamin G 


KRACO, Milk Sugar Feed, supplies 


has a 70% Milk Sugar and an 8% to 9% mineral content. 
promotes assimilation of all nutrients in the feed. 


Vitamin G in ample quantities. It 
Kraco also 


For healthy, more 


profitable flocks—provide mashes containing Kraco, always. 


Your customers will be quick to recognize your efforts to provide a bet- 


ter feed when you tell them that your mashes contain Kraco. 
sure way to hold present volume and gain new customers. 


formation write— 


It’s one 
For full in- 


Kraft-Phenix Cheese Corporation 


Dept. 343, 


Chiceso, I ACO 


SELL THEM STARTING, GROWING AND 
LAYING MASHES THAT CONTAIN KRACO 


Page Eight 


601 


THE FEED BAG—DECEMBER, 1935 


Vt., was chosen vice president; L. E, 
Bopst, College Park, Md., secretary- 
treasurer, and W. B. Griem, Madison, 
Wis., retiring president, was named a 
member of the executive committee. 


INDIANA CONVENTION 

The Indiana Grain Dealers association 
will hold its 35th annual convention at 
Indianapolis, January 30 and 31. Plans 
for the meeting were discussed by the 
board of directors of the organization 
at a recent meeting. Fred K. Sale, 
secretary of the association, will direct 
arrangements for the program which 
will feature subjects of current interest 
tc grain and feed dealers. 


INDIANA 

H. E. Arney, Three Rivers, Mich., 
has taken over the Ashiey grist mill, 
Ashley. 

Sohn Jones has opened the Jones Feed 
Co. at Muncie. 

J. H. Knauer, proprietor of the Corun- 
na elevator, Corunna, passed away re- 
cently. He was a member of the In- 
diana Grain Dealers association. 

George Couch & Sons, New Har- 
mony, have purchased the flour mill and 
elevator in New Harmony formerly 
operated by the Fuhrer-Ford Milling 
C : 


oO. 

The Northeastern Indiana Hay & 
Grain Dealers association held its 
monthly meeting the 
of Commerce building, Fort Wayne, 
November 6. 

Heise Bros., Orleans, have purchased 
the Charles Ragsdale feed store, Bed- 
ford, and are installing modern machin- 
ery for the manufacture of feeds. 

William Smock, Burrows Grain Co., 
Burrows, returned recently from the 
hospital where he underwent an opera- 
tion for appendicitis. 

O. L. Barr Grain Co., Bicknell, is con- 
structing a new feed warehouse and in- 
creasing its grain handling facilities. O. 
L. Barr, owner, who recently returned 
from an Indianapolis hospital where he 
was confined for many weeks with a 
compound fracture of both legs which 
resulted when he was run down by an 
automobile, is supervising the work 
from a wheel chair. 


JOHN C. COOK, widely known 
grain and feed merchant at Topton, Pa., 
was recently elected sheriff of Berks 
county by a large majority. He used 
the novel idea of campaigning with the 
German band which he founded and 
conducted for years. 


AAA EXPENDITURES 

The agricultural adjustment adminis- 
tration during the 1935 fiscal year has 
spent a total of $807,686,134.47 from 
available funds of $960,334,220.63, thus 
leaving a balance of $152,466,086.16 to 
carry forward into the current fiscal 
year. These figures were issued by the 
comptroller of the AAA in his report 
for August, 1935. Expenditures includ- 
ed $563,438,812.77 in rental and benefit 
payments to farmers; $12,591,001.49 for 
removal and conservation of surplus ag- 
ricultural commodities; $148,520,819.96 
for drought relief, food conservation 
and disease eradication activities; $13,- 
704,070 in connection with trust fund 
operation; $38,583,642.13 for administra- 
tive expenses; $30,292,782.89 for refund 
of taxes, and $737,005 for disbursement 
expense. 
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Construction of Buildings, Machinery 
Affect Fire Insurance Rates 


Good Housekeeping Eliminates Many Hazards 


HE average flour mill, grain or 

i feed plant is planned chiefly for 

the efficient operation and man- 

agement of the industry it 
houses, and too frequently not enough 
attention is given to the construction of 
the buildings, the types of machines 
or their locations in the buildings or 
of the power used. 

Fireproof Construction 

In the construction of buildings let 
us first consider a frame building. Wood 
shingles should not be tolerated as a 
roofing material but instead a good fire 
retardant material should be used, such 
as metal or a good grade of asbestos or 
composition roofing. Wood shingles in- 
crease the fire rate on the building con- 
siderably due to the ease with which 
shingles ignite from sparks or embers 
from chimneys or some fire in the vi- 
cinity. The outside walls of the build- 
ing can be covered with metal and thus 
reduce the possibility of sparks lodg- 
ing in some crevice and igniting the 
wood. Open foundations carry a change 
in the rate make-up of a risk. This 
charge can easily be eliminated by 
boarding up all the openings or by hav- 
ing the openings tightly screened to 
prevent the entrance of sparks or the 
accumulation of rubbish. 

All brick chimneys should rest on 
solid ground and no part of the build- 
ing should have a bearing on the chim- 
ney. There should always be sufficient 
clearance between sources of heat and 
combustible material. 

Lightning Losses Reduced 

Lightning rods inspected by the Un- 
derwriters Laboratories and properly in- 
stalled supply 98 per cent protection 
from lightning fires. Here is the ex- 
perience of a group of companies writ- 
ing a special class of risks in the North- 
west in regards to the lightning hazard. 
For a great many years lightning was 
a very serious offender and was respon- 
sible for about 25 per cent of the losses 
in the territory. Needless to say, the 
underwriters and the company execu- 
tives were much concerned and insti- 
gated a campaign for the installation of 
lightning rods. This campaign met with 
great success as told by the following 
figures: 

During the years of 1923, 1924 and 
1925, there were 40 fires caused by 
lightning and the total loss was $104,- 
121.04. The next seven years, 1926 to 
1932, inclusive, there were ten fires 
caused by lightning with a total loss of 
$3,239.61. 

In other types of construction, such 
as brick, tile, concrete or stone, certain 
areas, where hazardous machines are in 
use, or highly combustibie material or 
merchandise is stored can be cut off 
from the other areas by the use of fire 
doors or fire walls. In this way the 
use or storage of hazardous material 
or machines will not affect the fire in- 
surance rate on the whole building or 
its contents. 

The storage of hay, straw, charcoal 
and other highly combustible merchan- 


By Arthur Eggen 


dise which is subject to spontaneous 
ignition increases the fire rate material- 
ly, when stored in any great quantities. 
It is, therefore, desirable to have this 
merchandise stored in some _ special 
building detached some distance from 
the main plant. 
Adjacent Property Hazards 

Exposure charges from adjacent 

buildings sometimes materially affect 


HIS is the second install- 

ment of an article on fire 

insurance prepared  espe- 
cially for The Feed Bag by 
Mr. Eggen, Wisconsin represen- 
tative of the Mill Mutuals. It 
will pay every dealer who is in- 
terested in reducing ‘his insur- 
ance rates to read it. 


the fire rate, due to the construction 
and occupancy of the exposing prop- 
erty. In cases where the exposing prop- 
erty is old and dilapidated, and of no 
value, it is sometimes desirable to have 
the property removed, if possible, and 
thus eliminate the exposure charge to 
your property. 

There are a number of machines in 
use in the flour and feed industry that 
need special treatment as some of these 
machines are more or less hazardous. 
There are certain safeguards which can 
be used in connection with these ma- 
chines that will greatly improve the ef- 
ficiency of the machine itself and at the 
same time greatly reduce the fire 
hazard. One example of this is the 
electro magnetic or pneumatic separa- 
tors now being used in connection with 
attrition and hammer mills. 

Next we will take up the power item. 
There are several kinds of power being 
used. Among them are water, steam, 
internal combustion engines and elec- 
tric. Water power, itself, does not af- 
fect the fire insurance rates. 

Steam power, unless located in a fire 
resistive power house, or detached suf- 
ficiently from the main buildings, will 
greatly increase the fire rate. There is 
also the matter of proper boiler clear- 
ances and metal stacks and breechings, 
unprotected openings in power house 
and belt housing to be taken into con- 
sideration. 

Rates and Power Units 

Internal combustion engines can be 
classed as follows: 

Carburetion engines and compression 
ignition engines (the diesel and the 
semi-diesel engines are of the compres- 
sion ignition type). With proper care 
taken in making the original installa- 
tion and with proper maintenance after 
installation the hazards of internal com- 
bustion engines can be greatly reduced, 
or entirely eliminated. Unless insurance 
regulations are followed when installing 
an engine several serious hazards are 
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sometimes introduced into an otherwise 
first class plant with the result that the 
plant owner is penalized accordingly in 
the fire insurance rates applying, due 
to conditions which might easily have 
been prevented. 

The location of the engine, the type 
of engine, the construction of the power 
house, the location of the power house, 
the type of fuel system, and the loca- 
tion of the fuel tank have to be taken 
into consideration when compiling a 
rate. 

Electric Power Problems 

Electric power is most commonly 
in use in this state. Electric power 
properly installed is safe power, but 
when the installation is not up to stan- 
dard it is rather hazardous. Power 
wiring should be in rigid iron conduit 
and all motors should be operated or 
controlled by approved devices. These 
devices or starters must have overload 
relays that will protect the motor in 
case of a serious overload. The starters 
should also be equipped with low volt- 
age releases which will protect the 
motor in case of voltage drops and 
current interruption. 

All branch circuits should be properly 
fused. There are several types of mo- 
tors, and some of these mctors have no 
place in the feed or grain business un- 
less they are located in fire resistive 
and dust tight motor rooms. The fire 
insurance rate is affected by the type 
of installation and the type and number 
of motors in use in the plant. A stan- 
dard electric wiring job with motors ap- 
proved for dusty locations will take the 
minimum charge under rating sched- 
ules, while a poor installation will take 
a heavy charge. 

First aid fire fighting equipment, such 
as standpipe and hose, water barrels, 
extinguishers have a direct bearing on 
the rates and there should be plenty of 
this equipment conveniently iocated in 
all sections and floors of the plant and 
be kept in good working order at all 
times. 

Automatic Sprinkler Systems 

The value of automatic sprinkler sys- 
tems in mills or large feed plants for 
extinguishing fires cannot be _ over- 
stressed. Long experience with them 
shows that they are responsible for put- 
ting out or holding in check 95 per cent 
of the fires occurring in buildings 
equipped with them. Automatic sprink- 
lers reduce the cost of fire insurance 
materially. 

Fires in feed plants, mills and grain 
elevators are due to a wide variety of 
causes, and while each plant may have 
special hazards which are peculiar to its 
own processes, a large percentage of 
these fires are due to common causes 
which are easily preventable. Careless 
smoking and use of matches, accumula- 
tion of combustible rubbish, careless use 
of flammable liquids, and_ electrical 
hazards are a few of the major causes. 

Obviously the most important feature 
for the prevention of fires in feed and 

(Continued on Page Twenty-six) 
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THE SUM TOTAL 
Son: “Dad, what part of speech is 
woman?” 
Dealer: “Woman ain’t a part 
speech, son. She’s all of it.” 
* * * 


PROOF ENOUGH 
Dealer’s Wife: “I often think that 
women are more courageous than men.” 
Dealer: “Yes. Where could you find 
a man that would stop amid traffic in a 
busy street, pull out a mirror and 
powder his nose?” 


of 


* 


DEEP STUFF 
First Mrs.: “I get 100 kisses every 
morning when my husband leaves for 
work.” 
Second Mrs.: “Is he mad?” 
Second Mrs.: “No, but he would be 
if he knew.” 


Carefully Sifted for Feed Dealer Consumption 


FAMILY HABIT 


Daughter: “Mother, Bill and I have 
quarreled so I’ve come back to you and 
dad.” 

Mother: “You're lucky you found me 
here. I would have left your father 
this morning but I heard grandma 
divorced grandpa last week so I couldn’t 
go back to them.” 


LOOKIT! BIDDY Is 
ELPING HERSELF 
THAT GOOD FEED! 
SHOULD WAIT / 

1 LIKE THIS FEED 


AANA 


QUAKER QUALITY ADDS 
O DEALER PROFITS 


The dependable, uniform quality of Quaker 
Feeds pays double profits: to the User, whose 
fowls and animals give better production and 
better cash returns on Quaker Feeds and to the 
Dealer, who not only makes these sales but 
continues to hold business because Quaker 
Feeds deliver profitable results. 

Quaker quality adds to dealer profits not 
only in these repeat sales to satisfied users, but 
in sales to new customers which are 
easier to add, due to the money- 
making production these feeds give 
to neighboring poultry men, dairy 
men, hog raisers and feeders. 

Quaker Feeds are the best to use 
or to sell. 


Quaker 
FUL Q-PEP 
EGG MASH 


HE QUAKER OATS COMPANY 
Dept. 15-L . 141 West Jackson Blvd. . . CHICAGO, U.S.A, 
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CORNHAY WEAKLY NEWS 

The Cornhay Poker club has elected 
Buck Frosh to serve as Santa Claus 
at the annual Christmas party, he hav- 
ing played that part all year. 

Jep Hornwell, Cornhay philosopher, 
says that a successful man is a feller 
who can make money faster than the 
government can take it away from him. 

Grandpa Burns eating spinach, 
some high-powered salesman having 
— him that it makes hard, white 
teeth. 


is 


* * * 


VICIOUS CYCLE 
Rags make paper, 
Paper makes money, 
Money makes banks, 
Banks make loans, 
Loans make poverty, 
Poverty makes rags. 
* * * 

DEMONSTRATOR 

Dealer: “What are you crying for, 
lad?” 

Youngster: “‘Papa’s invented a new 
soap substitute and every time a cus- 
tomer comes in I get washed as an 
advertisement.” 

* * * 
JUST LIKE HIM 

Dealer’s Wife: “What's the baby cry- 
ing for?” 

Dealer: “He dug a hole in the back 
yard and now he wants to bring it in 
the house.” 

_ DOUBLE SEARCH 

Applicant: “Is it true that you are 
looking for a cashier?” 

Banker: “Yes, my old one and a new 
one.” 

x *k * 
MODERN DRESS 

Bill: “What color bathing suit was 
she wearing?” 

Ben: “I couldn’t tell. She had her 
back turned.” 


* * 
COOKED A MEAL 

Mother: “What did you learn in your 
cooking class today?” 

Daughter: ‘Nothing. Teacher stayed 
home because she had indigestion.” 

* * * 
WEAKENED CREDIT 

Father: “Young man, I understand 
you have made advances to my daugh- 
ter.” 

Suitor: “Yes, sir, I wasn’t going to 
mention it, but now since you’ve said 
something about it, I wish you could 
get her to pay me back.” 


GENDERS AND GANDERS 

Dealer: “Say, Josh, how can you tell 
the gander from the goose?” 

Josh: “Oh, we never bother about 
that. We just let ’em run together and 
figure that out for themselves.” 

* 


GOOD ARGUMENT 


Judge: “How could you _ swindle 
people who trusted in you?” 
Prisoner: “But, iudge, people who 


don’t trust you can’t be swindled.” 


7 VW WARE 
at 
SESSA’ 
Quaker N 
| 
RES IANES 
Quaker 
N SUGAREDA) 
: 


INSTEAD OF SITTING One of the grain commission men of the Mil- 
ON MY FANNY waukee Grain & Stock Exchange telephoned 
all excited because he had just discovered 


why he was losing more than a few cars of barley which formerly had been 
consigned to him from country stations. 


““Truckers,”’ he exclaimed, ‘‘are taking it from the growers direct to the 
maltsters. Something ought to be done about it! Instead of sitting on your 
fanny and writing us letters about advertising you should * * * ’’— and so on. 


Well — we have been doing something about it as he should have known 
had he been paying half as much attention to the general problems confronting 
his business as we do. We haven’t solved the problem, of course, but we would 
make better progress if this man and the many like him representing the pre- 


ponderant majority in our industry could be counted upon to work together 
for mutual protection. 


The feed and grain trade is made up of many units but all are comple- 
mentary and necessary to each other. The country dealers need the farmers, 
the farmers need the dealers, the dealers need the terminal market shippers 
and receivers and these middlemen, of course, need the dealers and they also 
need the maltsters, millers, mixers, other processors and manufacturers, etc. 
All need the trade organizations and the trade papers — which in turn need 
the support and advertising of the trade. This support and advertising comes 
from the few instead of the many but included in the many are the fellows like 
my friend who will complain but never advertise. 


To get back to the trucking problem, however, we wish to stress the fact 
that it affects every person in the grain and feed trade. There are no exceptions 
in our industry and there are many other industries similarly affected. Trucks 
are used for direct selling as well as direct buying and as the problem is far 


from new — this writer and the various organizations he is associated with have 
been doing what we can. 


We were, for example, one of the early supporters of the Eastman plan to 
regulate truck haulers on the same basis as the railroads. We have petitioned 
the members of congress asking support for the Eastman plan and through 
convention addresses, trade bulletins and articles and editorials in THE FEED 
BaG have urged the trade to do likewise. The National Federation of Feed 
Associations and its affiliated associations including the Central Retail Feed 
association have spread the Eastman gospel throughout their membership. 


With reference to the trucking of barley, the Central Retail Feed associa- 
tion which operates in barley growing territory has directed resolutions to the 
Milwaukee Grain & Stock Exchange requesting help of the receivers in per- 
suading the maltsters to discourage trucking of barley to their plants. The 
Milwaukee exchange responded by appointing a committee to consider the 


matter and the Central association stands ready to do whatever it can to aid 
that committee when called upon. 


To our good friend, therefore, we say —let’s ALL get together, ‘‘instead 
of sitting on OUR fannies.’’ We’re always at work and ready to work harder 


for the best interests of trade — even if we do write an occasional letter about 
advertising. 


DAvip K. STEENBERGH. 
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@ Hatchable eggs and husky chicks are essential to profitable poultry pro- 


duction and the success of every chick producer. Feeding for hatchability is 


just as important as breeding, culling, mating and disease control. 


Thanks to modern knowledge about “complete” feeds the embryo chick can 


have enough of the correct nutrients for proper development. It has been 


definitely established that certain fundamentals are the A-B-C of feeding for 


hatchability and the first of these essentials is Milk. 


Dry Skim Milk is fresh pure milk without the water and fat—nothing added, 


nothing else removed. All the natural food elements are saved because it is 


the least processed of any milk product—contains the complete, high quality 


milk proteins, milk minerals and milk sugar and more than enough of the 


USE AT LEAST 
10% in Chick Starter 
7:% in Growing Mash 
5% in Egg Mash 
10% in MashtorHigh Quality Eggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 
40% in Coccidiosis Control Mash 
25% in Calf Meal | Som A 0. 
10% in Pig Meal. |= 


of all kinds 


Get MILK RES 
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necessary milk vitamins to satisfy all poultry feeding re- 


quirements. 


Be sure your Breeding Mashes as well as your Chick Starters, 


Skim Milk for real economy. 


I Growing and Laying Mashes contain enough high grade Dry 


AMERICAN DRY MILK INSTITUTE, Inc. 
Dept. 62—221 N. LA SALLE STREET—CHICAGO, ILL. 
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0 Do in 1936 


Make Progress or 


Here’s a Program for Willing Workers 


HE old year, with a final stroke 

of its flowing beard, will soon 

pass into history. Feed dealers, 

completing their inventories, will 
bury the sad experiences of the past 
and right-about-face toward more hope- 
ful and better things to come. 

The men who have been harrowed 
by the economic setbacks of recent 
years have a far more promising hori- 
zon to encourage them. There is tan- 
gible evidence of agricultural recovery, 
an emerging from the cocoon that has 
enmeshed and shackled business almost 
to complete abeyance. The change for 
the better is manifesting itself in greater 
activity at feed stores and more syste- 
matic planning for the future among 
customers rather than hand-to-mouth 
struggling for existence. 

Don’t Drift—Work 

Some dealers will be contented to 
drift along with the tide and gather the 
crumbs that fall from a better filled 
basket. But the real progress will be 
made by those who realize that there 
is a greater harvest to reap and will 
shake themselves from their lethargy 
and go out and glean it. 

With the advent of the new year 
every dealer should resolve to extract 
every possible bit of business out of his 
trade territory. This cannot be accom- 
plished by sitting with feet propped 
atop a dust-covered desk. 

First of all, clean the cobwebs off the 
mailing list. The fact that it hasn’t 
been getting results in response to ad- 
vertising literature during the past 
few years is no reason for starting a 
fire with it in the office stove some cold 
morning. Perhaps the buying power 
simply wasn’t there and each missile 
going into the mails bumped into a 
stone wall. Give it a chance to work 
again. Get something to your prospects 
every month, if it is only a friendly 
letter asking them to come to the store. 
Weed out the poor prospects; concen- 
trate on the good and keep plugging 
away at them. 

Is Your Store Sick? 

Secondly, inspect your store from the 
inside and out. Does it look as though 
it had just been through a siege of 
palsy and is doddering on its last legs? 
Customers aren’t going to feel like 
placing confidence in the future, if your 
store doesn’t reflect a new lease on life. 
A coat of paint and shelves and display 
racks that will enable you to arrange 
your merchandise attractively are wise 
investments. Let the customers see 
and feel the products. Change the ar- 
rangement of your display from time to 
time. When a display becomes com- 
monplace, patrons ignore it and it fails 
to make an impression. Even natives 
living beside an active volcano get used 
to it and forget about the eruptions. 

Missionary Work Resumed 

Get out on the farms. Bad years 
have forced your feeders into the habit 
of utilizing home grown grains without 
regard for the proper balance of neces- 
sary ingredients. They need someone 


to convince them that they have drifted 
into a costly rut and that it will be 
profitable’ to switch back to sane and 
sensible feeding. In other words, it is 


YOUNGSVILLE MILLING CO. 
buildings and contents, Youngsville, 
Pa., were destroyed by. fire of undeter- 
mined origin November 22. 


Dr. J. AA HAYWARD, formerly con- 
nected with the University of Wiscon- 
sin, has taken charge of the new labora- 
tory established by the Archer-Dan- 
iels-Midland Co. in Milwaukee, Wis., to 
determine the nutritional value of soy 
beans and other products for feeds. 


VIRGIL CAMERY has acquired the 
Simcox feed store, Bethel, Ohio, oper- 
ated during the past year by William 
Nelcamp. 


WOLVERINE MILLING  CO., 
Grand River, Mich., has been purchased 
by Van’s Hay & Feed Co., also of 
Grand River and merged with that 
concern. 


T. G. WILKINSON, formerly Ohio 
field representative for the Kraft-Phe- 
nix Cheese Corp., Chicago, is now lo- 
cated at the main office of the company 
where he has been placed in general 
charge of development of Kraco sales 
as assistant to C. F. Kieser. 


F. GENTHE CO., dealers in mill 
feeds, flour and coal at Columbus, Ohio, 
has added a broom manufacturing de- 
partment to its present establishment. 


EDGERTON FARMERS Ware- 
house Co., Edgerton, Wis., has enlarged 
its offices and doubled the former floor 
space. 


DAVENPORT ELEVATOR CO., 
Davenport, Ia. has opened a new 
branch feed store at Second and Ripley 
streets. 


MANTUA GRAIN & SUPPLY CO., 
Mantua, Ohio, has opened a branch at 
Welshfield, Ohio. Wally Pierce has 
been appointed manager of the new unit. 


GEORGE ALBERS, Albers Bros. 
Milling Co., Seattle, Wash., is planning 
an extensive trip to South America with 


his family. They expect to return about 
March 1. 


REEDSVILLE Cooperative Co., 
Reedsville, Wis., has constructed a new 
concrete elevator for handling barley. 


MURPHY MILLING CO., Green- 
field, Ohio, has installed feed grinding 
equipment. 


IOLA FARM PRODUCE CO., Iola, 
Wis., has installed a new feed mixer. 
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practically necessary for you to do the 
missionary work that was accomplished 
ten and 20 years ago all over again. 

Sell for cash. Everyone claims that 
the farmers have more money to spend. 
Why not get it instead cf holding the 
bag with a lot of capital tied up in un- 
collected accounts at the end of the 
year. If you don’t believe in the cash 
basis, at least take a hard-boiled attitude 
in extending credit. Do business on 
paper with men who have the means 
re ad and are willing to meet their 
ills. 

Let your manufacturer help you. He 
has tremendous investments in labora- 
tories. He has highly paid, expert 
chemists and advertising men on his 
staff who will be more than glad to 
help you solve your problems. Use 
the literature the manufacturer sends 
you. It is often more expensive and 
attractive than that which you could 
afford to put out yourself, and it is 
prepared by specialists who know how 
to get customers to buy the product 
advertised. 

Do Something Different 

Do something different from the or- 
dinary run of things that will attract 
attention to your store. Hold a con- 
test to determine which of your patrons 
has the heaviest hog, the highest pro- 
ducing hen—in fact anything to stimu- 
late interest and put you in the spot- 
light. Attend farm meetings. Sponsor 
some of them yourself and bring a 
speaker to your community who can 
give your customers some real, prac- 
tical facts. Let the farm trade know 
you are a live wire and soon enough 
they'll be saying, “I believe this fellow 
Jones knows his stuff.” That kind of 
confidence builds business. 

Don’t go stale. Farmers have radios, 
rural magazines, literature from agri- 
cultural colleges and sons attending 
these institutions. Keep posted on every- 
thing new in feeds and feeding. Your 
trade magazines, manufacturer’s litera- 
ture and books by experts will kcep 
you a jump ahead of your customers. 
Show them that you know your stuff. 
And when you talk, they’ll listen. 

Join an Association 

In the hustle and bustle of building 
your own business, don’t overlook the 
value of associating with those who are 
engaged in a similar enterprise. Take 
your nose off the grindstone and mix 
with other feed dealers. They may 
have ideas that you never would have 
thought of in a hundred years. You 
may have many that will help them. 

Join the association that serves: your 
territory. You must protect your busi- 
ness from the outside as well as from 
within. Associations give you the power 
of many to combat evils besetting your 
industry which in the final analysis 
affect you individually. 

There’s a program for 1936! Maybe, 
it’s a little too big to tackle all at once. 
But following through at least one of 
the suggestions will be far better than 
doing nothing at all. Happy New Year. 
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MEDAL | 


Gets capacity production 
of finest quality eggs. Keeps 
healthy and vigorous. 
Increases resistance to dis- 
ease. Shortens the molt. 
Improves hatchability. Re- 
quires no supplements of any 
kind. Recommend Gold 
- Medal Egg Mash to your 
feeders. It will increase their 
poultry profits. 


Page Fourteen 


Control” Means 
MORE PROFIT for 


EVERY ingredient used in Gold 

Medal Feeds 
must pass the rigid tests of the Gold 
Medal “Products Control’? system. 
Careful inspection and accurate an- 
alysis by experienced chemists reveal 
the true value of every incoming lot. 
Unless the ingredient is right in 
every way it is rejected. Only when 
its quality is found to conform to the 
high Gold Medal standard is it ap- 
proved for use. 


All this means that Gold Medal 
Feeds are made of clean, wholesome, 
high quality ingredients so propor- 
tioned that they are always uniform 
and enable the feeder to make a 
greater profit over feed cost. Gold 
Medal feeders are satisfied feeders— 
and they show their satisfaction by 
the steady repeat sales that mean in- | 
creased business and more profit for 
you. 


It will pay you to investigate the 
Gold Medal franchise. Write today 
Sor full information about how you 
can obtain the exclusive Gold Medal 
franchise for your territory. 


WASHBURN CROSBY COMPANY, INC. 


of 
General Mills, Inc., Minneapolis, Minn. 
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YOU 


Gop 
Dairy Ration 


Farm-tested” 


Keeps cows healthy and | 
milking to capacity through- 
out the entire lactation per- 
fod. Does away with off-feed 
days and lax appetites. | 
Lengthens the useful life of 
the animals. Enables them 
te produce better calves, — 
more milk and more profit 
than anything else the dairy- _ 


| 
| 
| 
] 
i 
| 
a 
man can feed. 
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Farmers Buy Dealer's Feed Because 
He Gets Better Prices for Eggs 


Sales Plan Builds Big Volume for Michigan Firm 


ALF a carload of feed a week 
H and a quota of close to one car 

a week next spring—that is the 

size of the commercial feed busi- 
ness worked up in two years by E. C. 
Ellinger, proprietor of Merit Products, 
Coldwater, Mich. 

Merit Products was originally built 
up on a wholesale and retail egg busi- 
ness. ‘Eggs were collected from three 
and four counties in southeastern Michi- 
gan, candled, gradea and sold in De- 
troit. 

Stresses Premium Eggs 


One of Mr. Ellinger’s largest whole- 
sale outlets insisted that a premium 
could be paid for eggs that were uni- 
form in size, quality and appearance 
the year round. Mr. Ellinger decided 
to meet these standards and immediate- 
ly took on a good line of feed that 
would produce the quality desired. 

Of the five feeders that were Ellin- 
ger’s first customers three had such 
exceptional results that business grew 
amazingly. Why had he not always 
sold feed, thought the proprietor of 
Merit Products? It seemed a natural 
line of merchandise to go with an egg 
business. From a start of five bags a 
week he had a tonnage of 20 bags a 
week in less time than he could arrange 
to handle it. It was all new business 
too, but business that was there wait- 
ing for him. 

Regular bi-weekly contact that comes 
with the collection of eggs or their 
delivery to the plant by the producer 
helps sell the feed. Ellinger sees them 
and sells them! Of course he has their 
good will by the treatment he gives 
them as his egg customers. But many 
of them did not use the feed he sells. 
None of them used it or bought it from 
him before he began to sell it. Today 
60 per cent of his egg customers are 
using the commercial feed sold by 
Ellinger. 

Egg Quality Important 

What does he do that another feed 
dealer who may not have an egg busi- 
ness can also do? First of all he uses 
persuasion, and the first point is a 
premium offered for eggs produced 
from hens fed on his feed. 

“This is a natural point for him to 
use,” another feed dealer may say. 

Perhaps, but if it produces eggs that 
bring a premium in Detroit, the fourth 
largest city in the United States, a good 
feed will do that for any poultryman, 
no matter where he or she sells eggs. 

To go back to the beginning of the 
story, it will be recalled that two of 
the original five feeders have not been 
accounted for. They quit feeding the 
feed, and quit with a vengeance. 

“It happens often,” says Ellinger. 
“You start a feeder just after his flock 
has a streak of abnormal production 
and right when you start your feed 
his birds take the rest they have been 
forced into by a feed that burned them 
out. 

“People will often change feed jusi 
about the time their flocks drop from 


90 per cent production to 75, and when 
they get on your feed they keep going 
down to 50 per cent where they should 
always have been, particularly if that 
was the limit of the inherited capacity 
of that flock. Often a flock is in- 
herently slow maturing, or for the same 
or some other reason slow in coming 


E. C. Ellinger 


into production, and these flock owners 
will leave you. But if you have a good 
feed they will come back. These two 
feeders are like others sometimes, but 
like others the good performance of 
their neighbors’ flocks will bring them 
back. Often you can convince them 
that they did not give the feed a fair 
trial, or one that was long enough.” 
Employees Share Profits 

“The supervision and suggestions as 
to flock management that I give in 
order to assure uniform egg quality— 
confinement to keep eggs from getting 
dirty and yolks from getting dark when 
the grass is abundant in the spring, lead 
to other questions of management. I 
give advice when I can and when I 
cannot I turn the problem over to the 
service department of my feed com- 
pany. Even sick birds ere examined at 
the laboratories of this company, and 
this often discloses diseases or parasites 
which keep good flocks from their best 
production. Such service is of inesti- 
mable value in backing up a feed when 
something seems to be wrong, when 
production is out of line with other 
flocks on the same feed, and feeders 
become dissatisfied.” 

Ellinger cuts his employees in on 
profits. All new business which they 
bring in while collecting eggs or at 
any other time nets these men _ half 
the profit on the original sale. 

Feed is trucked directly from the 
manufacturer’s mill to the warehouse, 
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and business has been solicited along 
this 50 mile route to make the trip pay 
for itself. Two large turkey flocks on 
this route lighten the return load con- 
siderably. Loading and unloading at 
the warehouse has been facilitated 
through the use of a 14-foot elevator, 
ccnstructed by Mr. Ellinger himself. 


Premium System Used 

“A plan for sales promotion which I 
believe to be very effective,” says El- 
linger, “is my premium system on all 
purchases. 1 offer five points at one 
cent a point on every sack of feed pur- 
chased. These points can be applied 
tcward any piece of poultry equipment 
carried in the store. 

“At first I featured a wire egg basket 
for this permium, because using it 
cooled the eggs gathered by the pro- 
cucer, thereby giving me a better pro- 
duct. Often it works this way—the 
basket is worth $1.19 and the patron will 
often buy it before he or she has earned 
enough in premiums to receive it 
gratis. 

“Five points are offered for each case 
of eggs also, so it not only encourages 
customers to bring their eggs but to 
buy feed in return. Other pieces of 
equipment, hoppers and fountains, for 
example, are more often purchased out- 
right after they have been partly earned 
in premiums. The item is taken home 
and credit is accumulated for another 
piece of equipment. If the item is to 
fill a real need it can again be sold 
before it is earned. 

“T plan on carrying a wider line of 
poultry equipment this winter, includ- 
ing brooders and chick equipment. It 
pays to have whatever your customers 
might want, because if you do not have 
it they will go elsewhere for it. You 
do not want to have them get into the 
habit of going elsewhere for anything.” 

Mr. Ellinger takes at least one day 
a week to go out for new business. In- 
cluded in the category of new business 
is the solicitation of dairy feed orders 
from those who already use his poultry 
feed. 

Handles One Line 

“T have only one commercial feed to 
sell,” says Ellinger, “and I am com- 
pletely sold on the feed myself. I think 
this is essential in the selling of any 
product. It is not a cheap feed and it 
merits a price that is as high as any 
on the market. I would rather sell such 
a feed than a cheap feed, because I 
know that I can always talk quality 
and never price. I can always talk re- 
sults and profit over feed cost—instead 
of cost of production. . 

“In the first place, it is easy to ex- 
plain to a customer that it costs just 
as much if not more to manufacture a 
cheap feed as a good feed. In order 
to make a cheap feed the quality of in- 
gredients must be sacrificed and the 
ingredients themselves must be substi- 
tuted whenever prices of that particular 
ingredient rise temporarily. 

“The best sales talk can be obtained 

(Continued on Page Twenty-nine) 
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Merry Christmas 


W° of Minneapolis join in wishing you a 
es very Merry Christmas and a full 
measure of joy and happiness. 
press the wish that in our dealings with you 
we may ever continue to merit your highest 


confidence. 


Acme Feed Products Co. 
Pure Linseed Meal 


Banner Grain Co. 
Milling Wheat — Coarse Grain 


Cereal Grading Co. 


Grain Merchants 


Excelsior Milling Co. 
Specialty Millfeeds 


Farm Service Stores, Inc. 
Cod Liver Oil — Binder Twine 


J. A. Forrest Co. 
Feed Merchant Since 1900 


Walter Haertel Products Co. 


Feed Products 


Hiawatha Grain Co. 


Grain and Screenings 


May we ex- 


R. R. Howell & Co. 


Mill Machinery and Supplies 


A. E. Jacobson Machine Wks. Inc. 


Hammer Mills —Magnets— Mixers 


I. S. Joseph Co., Inc. 
Mill Feed Merchants 


Kantar Feed Co. 
208 Corn Exchange 


Midland Hay & Feed Co. 


Hay and Mill Feed 


Mullin & Dillon Co. 


Corn — Oats — Barley —- Wheat 


Reliance Feed Co. 


Millfeed Jobbers 


A. L. Stanchfield & Co. 


Feeds — ‘‘Stand by Stan’”’ 


MINNEAPOLIS 


The Primary Market for Feed, Grain and Machinery 
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Mickey Makes Paul Bunyan Squirm 
As He Shows City Lad Around 


Lem Jones Learns Value of Scratch Feed 


ICKEY!” 
The thundering command 


booming from the office of 

Lem Jones, proprietor of the 
Hickory Grove feed store, brought the 
energetic little office boy scampering to 
the sanctum of his boss. 

“This,” informed the grizzled feed 
store owner, “is my nephew who came 
all the way from the city to pay us a 
visit. I want you to show him around 
the plant and tell him all about the feed 
business.” 

Mickey Gets an Idea 

“Pleased to meetcha,” responded 
Mickey, extending a hand to the well- 
groomed lad of approximately his own 
age. “Come right along and I'll be glad 
to show you around.” 

There was the faint trace of an imp- 
ish smile playing about the office boy’s 
lips as he led his guest toward the 
warehouse while Spot, the warehouse 
cat, who trailed them blinked knowing- 


ly. 

yeWhat's this good for?” inquired the 
city lad, pointing to a large heap of 
sacks labelled “Scratch Feed”. 

“Why that,” replied Mickey swelling 
to importance, “is the stuff you give 
chickens to keep ’em from scratching. 
Sometimes chickens get the scratch 
fever so bad that they wear out the 
floor and get away. If you eat eggs 
from chickens like that you itch all over 
the next day. Why, only last week, one 
of the farmers who buys stuff from us 
had a flock of hens with the fever so 
bad that they kept scratching and 
scratching and dug a hole so big and 
deep near the barn that the whole build- 
ing tumbled right in. He fed ’em a 
bag of this stuff and now he hasn’t any 
more trouble.” 


Mashed Potato Magic 

Lem Jones’ nephew stared over his 
shoulder at the pile of feed in amaze- 
ment and reverence as the two boys 
proceeded on their inspection tour. 
They approached a heap of mash re- 
posing in neat array against the wall of 
the warehouse. 

“What’s mash?” queried the city boy, 
rubbing his hand over one of the sacks. 

“Didn’t you ever have mashed pota- 
toes at your house?” responded Mickey. 
“That's the stuff you put on the ground 
in the spring. In fall when you dig 
up the potatoes they are all ready to 
serve, mashed just as nice as you could 
expect. If you don’t use this you have 
to mash the potatoes yourself. Lots of 
folks around here like their potatoes 
that way and we sell a lot of this stuff 
every vear.” 

The city lad blinked again and mar- 
velled at the thorough knowledge of 
his country playmate. The pair finally 
came to a large bin of wheat. 

Bread in the Making 

“What's that brown stuff for?” ques- 
tioned the inquisitive metropolite. 

Mickey thought he was going to be 
forced to tell the facts. 

“That’s what you make bread out 
of,” he informed. 


By Emil J. Blacky 


“Bread!” ejaculated the visitor. “I 
don’t see any bread around.” 

“Oh, well,” quickly replied Mickey, 
grasping the opportunity. “This is only 
young wheat. It turns into bread when 
you let it stand a couple of weeks. You 


Grove, like other practical 

feed dealers, encounters 
many problems which he is 
compelled to overcome. More 
interesting stories about him 
and his adventures will be 
published in future issues of 
The Feed Bag. Watch for 
them. 


Le JONES of Hickory 


can see that it looks nice and brown 
as a loaf already. In about a month 
it will be full size and ready to serve.” 
That last one was too much for Spot, 
the warehouse cat.. She mewed plain- 
tively and sought refuge in another part 
of the warehouse, much to the conster- 
nation of Mickey who experienced dif- 
ficulty in maintaining a stone face. 


The whir of a grinder in full opera- 
tion resounded through the air as the 
two boys emerged from a doorway. 
Bill, dust-laden warehouse hand, was 
dragging a full sack of grist over the 
floor to the loading platform. 

Making Daily Grind 

“This is what we call the daily grind,” 
shouted Mickey above the roar of the 
machinery. ‘“You’ve heard folks talking 
about their daily grind. Well, this is 
the machine that turns it out. When 
they run short they call us up and we 
furnish a bag to them which lasts about 
a month.” 


Bill’s eyes popped in astonishment as 
he overheard Mickey’s explanation but 
a cautioning wink from the office boy 
put the warehouse hand on guard and 
he went about his duties making an 
apparent effort to conceal a smile. An- 
other machine attracted the attention of 
the city lad. 

“I suppose you wonder what that is,” 
volunteered the affable Mickey. “That's 
what you call a cracking machine. We 
use it to make crackers.” 
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“Won't you make a couple for me 
now?” was the prompt request. 

“Oh, no,” Mickey quickly explained. 
“We only make crackers on Tuesdays. 
It doesn’t pay to start the machine just 
for a couple, and we're all sold out right 
now.” 

Standing Room Only 

The two boys proceeded through a 
rear door to the outside of the ware- 
house. The tall wooden elevator at- 
tracted the attention of the city youth. 

“What’s that big house over there?” 
he queried. 

“Why, don’t you know,” responded 
Mickey, feigning surprise. “That’s our 
giraffe barn. Farmers around here use 
the animals to bring us grain and some- 
times they like to go down town and 
we take care of their giraffes and put 
them in the barn. The part of the roof 
that’s so high gives the giraffes a 
chance to stand up without bumping 
their heads.” 

“Gee willikens!” exclaimed the city 
youngster. “Have you got any in the 
barn now?” 

“Nope,” returned Mickey. “Yester- 
day we had four of ’em but I guess the 
farmers are all busy today. Besides 
it’s getting near closing time so I guess 
we'll have to go back to the office.” 

The two boys sauntered through the 
yards to the front entrance of the feed 
store and Mickey extended his hand, 
wished his visitor a fine trip back to 
the city and asked him to come again 
soon. 

Lem Gets Surprise 

As the city youth approached his 
uncle Lem, the feed store proprietor 
was busy delving over a set of prices 
which he planned to advertise in the 
local paper. He continually scratched 
his head much to the amazement of the 
curious nephew. The lad stood in sil- 
ence for a time as the scratching con- 
tinued. Finally he said: 

“Uncle Lem, why don’t you take 
some of that scratch feed so your head 
won't itch so much.” 

Lem looked up in amazement. Then 
a knowing look flashed into his eyes. 
He arose and paced deliberately to the 
corner of the warehouse where Mickey 
usually kept his hat and coat. But the 
office boy had already removed them 
and was well on his way home chuck- 
ling over his ability as a first rate guide 
to city fellows. 


JAMES CHAMBERS, 59, operator 
of the St. Francisville feed mill, St. 
Francisville, Ill., was killed November 
27 while attempting to attach a belt 
to a corn sheller. 


VIRGIL FERNEAU, formerly as- 
sociated with Dewey Bros., Blanchester, 
Ohio, and more recently with the Wil- 
ber Feed Co., Jamestown, N. Y., has 
returned to Blanchester to operate his 
own business as the Ferneau Grain Co. 
which will specialize in distiller’s and 
brewer’s dried grains for the feed 
trade. 
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Archer-Daniels-Midland Co. 


Feed and Grain Merchants 


W. M. Bell Co. 


Grain Merchants 


Roy |. Campbell 


Commission Merchant 


Deutsch & Sickert Co. 


Feed and Grain Merchants 


Franke Grain Co., Inc. 


Feed and Grain Merchants 


Fraser-Smith Co., Ltd. 


Grain Commission Merchants 


John C. Hensey 


Commission Merchant—Grain 
and Seeds 


Johnstone-Templeton Co. 


Grain Commission 


Leonard J. Keefe 


Commission Merchant 


E. J. Koppelkam Co. 


Grain Futures 


Chas. A. Krause Milling Co. 


Badger Feeds for Livestock and 
Poultry 


J. V. Lauer & Co. 


Commission Merchants 


Mohawk Feed Co. 


Feed Merchants 


Mohr-Holstein Comm. Co. 


Shippers and Receivers 


M. G. Rankin & Co. 


Feed and Grain 


G. W. Winston Co. 


Grain Futures 


MILWAUKEE 


Grain & Stock Exchange 
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Phones Jingle, Trucks Wait in Line 


As Feed Business Booms 
Country Trip Recalls Good Old Days 


HE big steeple clock boomed out 
the hour of five as we threw our 
car into gear and started for the 
country to get first hand infor- 

mation about feed dealers in the west- 
ern part of Wisconsin. With little traf- 
fic to interfere we were soon zooming 
into Madison. The dealers here were 
evidently having their breakfasts so we 
continued on to Middleton. 

Bill Hoffman, Hoffman Feed Co., was 
just opening his store and was in an 
especially cheerful mood, chiefly be- 
cause of the snow and colder weather 
which kept the telephone jingling at 
regular intervals, bringing orders for 
feed and coal. Mr. Hoffman has been 
doing a nice business in barley this 
year, although the quality of the crop 
has not been up to the standards of 
other years. 

Customers Wait in Line 

Patrons Mercantile Co., Black Earth, 
our next stop, has a new modern gen- 
eral store building and judging from the 
activities of the clerks, business is hum- 
ming. Mr. Thorsrud, manager, told 
us that feed sales have been unusually 
good this fall and a call at the ware- 
house proved it. Customers were lined 
up along the driveway awaiting their 
turn to be served. 

A. W. Cole, manager of the Sauk 
Farm Bureau association, Sauk City, 
was weighing and inspecting a truck 
‘ load of barley when we stopped at his 
warehouse. He has just completed 
giving all of the buildings a double 
coat of aluminum paint and making a 
few alterations. Despite his 70 and 
more years, Mr. Cole is very active in 
the business and informed us that sales 
have been increasing every year. 

Robbers blew open the office safe 
about 2:30 a. m., November 15. The 
door, weighing approximately 100 Ibs., 
was hurled a distance of six feet and 
the handle went through the ceiling. 
Soap, used in setting off the explosion 
was spattered over the freshly painted 
walls. The inner door jammed pre- 
venting the thieves from getting at the 
contents of the safe and they evidently 
left in a hurry as several of their tools 
are now in Mr. Cole’s custody. 

Optimistic at Prairie du Sac 

Chas. Colby, proprietor of the Banner 
Mill & Feed Co., and C. M. Schoephor- 
ster, manager of the Prairie du Sac 
Feed Co., Prairie du Sac, welcomed us 
with a cordial greeting, discussed feed 
prices while filling orders and com- 
mented on the bountiful crops grown 
in their district this year. Both are 
optimistic and looking forward to a 
good season. 

“Hogs, eggs, poultry, beef and milk 
are selling on a rising market,” E. J. 
Donahue, manager of the Reedsburg 
Farmers Co., Reedsburg, told us when 
we stopped at his large, modern ware- 
house, “and consequently the farmers 
will be able to buy more feed. Many 
of them had to dispose of their herds 
during the depression but now with 
higher prices for their products, they 
are building up their herds and flocks 


By G. L. Stutz 


again. We should see an increased de- 
mand for feeds and as the farmers now 
have cash on hand, there will be no 
need for extending credit. Our _ busi- 
ness has been good but we’ve had to 
work for it.” 

V. A. Duddleston, owner of the La 
Valle Roller Mills, La Valle, was out 
for lunch but his helper was on the 
job grinding corn and oats for one of 
his customers. 

Talg Bros., and Wonewoc Farmers 


The Van Gorden’s—left to right—Bruce, 
**Grandpa’’, Harry, Kenneth, Archie. 


Co., Wonewoc, capably handle the 
needs of their community, a_ thrifty 
German settlement. Several German 
papers and a number of bulletins from 
the Wisconsin college of agriculture 
were neatly arranged on a table in the 
Talg establishment and L. M. Talg 
advised that many of their customers 
spent a few minutes on each call going 
over the news. The agricultural bul- 
letins prompted questions and gave 
them a good opportunity to talk over 
individual problems with their custum- 


S. 

The Wonewoc Farmers Co. has sub- 
scribed to a local radio exchange serv- 
ice and daily receives a listing of com- 
modities wanted or for sale. These 
items are broadcast over the radio 
station every noon and the daily cir- 
cular lists the prices and by whom the 
goods are offered. The farmers scan 
the listings while they wait their turn 
at the mill and Manager Ennis _be- 
lieves it to be one of the best means 
his firm has ever used to bring the 
farmers to the plant. 

Finds Time to Play 

H. W. Neuman & Co., Elroy, has 
a conveniently located store and ware- 
house in the heart of the town and has 
been doing a rushing business. It mixes, 
its own dairy feeds and poultry mashes 
with a new mixer which was recently 
installed. Bob Neuman, who manages 
the firm, is a great sportsman and sev- 
eral times each year spends a week or 
so at his hunting and fishing cabin 
near Hayward, Wis. 

He knows every good fishing lake and 
river in northern Wisconsin. He told 
us that the corn crop in his commu- 
nity was fairly good this year, although 
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it had a high percentage of moisture. 
Mr. Neuman believes the feed dealer’s 
greatest problem today is to educate 
the farmer to use commercial mixed 
feeds again, and he’s solving it by mak- 
ing regular visits to his prospects and 
showing them how they can make 
greater profits by following a_ well 
planned feeding schedule. 

Excessive rains during the harvest 
season caused the Baraboo river to 
overflow its banks near Kendall, inun- 
dating farms for miles around and des- 
troying many crops. Doms and Zim- 
merman claim the flood was the worst 
in the town’s history, with buildings 
and large quantities of grain being car- 
ried down the river. There is a bit 
of sunshine back of every cloud, how- 
ever, and they expect this sunshine to 
be an increased demand for commer- 
cial rations since the home crop was 
partially destroyed. 

Will Rebuild Elevator 

R. H. Zimmerman, Wilton, is making 
plans to replace his elevator which was 
destroyed by fire six weeks ago. The 
surrounding territory consists of hills 
and valleys with very little level land. 
The farmers are thrifty and industrious 


and find dairying the most logical 
means of eking out a living. Many 
herds were still out on pasture. As we 


drove along skirting a hill or winding 
through a ravine, we saw large num- 
bers of Holsteins and Guernseys graz- 
ing. Mr. Zimmerman spends a good 
share of his time making personal calls 
on his customers, urging them to use 
balanced rations for their stock. 

Betthauser’s warehouse and Halde- 
man & Walz, Norwalk, report that busi- 
ness has been unusually quiet this year, 
but expect an increased demand during 
the winter months. Politics are Mr. 
Walz’s chief hobby and we spent a 
pleasant hour with him going over the 
political setup. 


It was just getting dark when we 
reached our  evening’s  destinatidn, 
Sparta. J. W. Kress, Western Supply 
Co., was going over local sales for the 
day and the reports from his branches 
at Viroqua, Tomah, Kendall and Cash- 
ton. He operates on a strictly cash 
basis, which he maintains is the only 
way to show a profit in the feed busi- 
ness. He also charges his managers at 
the various stores the retail price for 
the goods they receive, requires weekly 
sales reports and takes inventory of 
stock on hand at each store once a 
month. 

Reports Good Hunting 

G. J. Lambert, manager of the Sparta 
Produce Exchange, had just returned 
from a day’s hunting, the success of 
which he claims was due to the excel- 
lent work of his dog, a thoroughbred 
setter. Mr. Lambert took over the 
management of the concern upon the 
death of Frank Kern, former presidcnt 
of the Central Retail Feed association 
several years ago and the firm has pros- 
pered under his administration. Each 
year he contracts with the farmers for 
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their crop of strawberries which he 
markets in carload lots in Milwaukee 
and Chicago. 

Our first stop the next morning was 
at Bangor where Schuster Four & Feed 
Co. have taken over the business for- 
merly operated by the Bangor Farmers 
Co. The warehouse is iocated in the 
heart of the town on the main high- 
way to Minneapolis and has been re- 
modelled and painted. Several innova- 
tions have been made and the firm ex- 
pects to install a diesel engine in the 
near future to operate its grinder and 
feed mixer. 

Farmers Coop. Supply and Shipping 
Ass’n., West Salem, has been doing a 
brisk business. On walking into the 
establishment we were particularly im- 
pressed by the buzz of activity, and 
spent half an hour talking with Man- 


ager E. C. Hempter while he and several 
helpers were unloading their first car 
of soybean oil meal. Several cars of 
feed and flour were still on track wait- 
ing to be unloaded. 
Find Mash Trade Good 

An expansion program now in pro- 
gress by A. Grams & Sons Co., La 
Crosse dealers, will entail the remodel- 
ling of a building across the street 
from their present warehouse site which 
will be used as a retail store. Morning 
Star mashes, which the firm manufac- 
tures, have shown such an increase in 
demand that the firm has found it 
necessary to devote the entire ware- 
house to this purpose. The mashes are 
put up in white bags attractively 
printed with blue and red ink and are 
distributed through the retail stores at 
Holmen, West Salem, Bangor and Wi- 


Grain & Stock Exchange 


MERRY CHRISTMAS 


The entire personnel 
of the Stratton Grain 
Company joins in wishing you a Merry 
Christmas and a Most Happy and Pros- 
perous New Year. It is our earnest de- 
sire to render the best possible service 
at all times and we are heartily grateful 


for your past patronage. 


STRATTON GRAIN Co. 


(Successors to Donahue-Stratton Co.) 


Milwaukee, Wisconsin 
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nona, Minn. August Gram, proprietor, 
is assisted in the management by his 
son, August, Jr., while another son, 
John, operates the store at Winona. 

Both sons attended Notre Dame uni- 
versity, and while there, August, Jr., 
managed the tour of Europe which 
Notre Dame’s football team made when 
Rockne was still living. August, Jr., 
also manages a 487-acre farm just north 
of the city. He has built up a fine 
herd of purebred cattle, experimenting 
with various feed ingredients which the 
firm handles. He plans to sow 400 
acres next year. 

The firm operates on a strictly cash 
basis and each week a check is made 
on sales and inventories of the retail 
stores. 

The barley crop was poor this year 
around Galesville and corn contained 
considerable moisture due to heavy fall 
rains but Manager Wyman of the 
Galesville Farmers Exchange optimis- 
tically looks forward to a good feeding 
season. He has taken over the estab- 
lishment which was formerly owned by 
Philip Uhl. 

In one of the most scenic parts of 
the state, the A-G creamery serves the 
farm trade surrounding Arcadia. The 
town is appropriately named after the 
land of Longfellow’s immortal poem, 
Evangeline. A long line of trucks wait- 
ing at the warehouse of the A-G cream- 
ery indicated the good demand for 
feeds in this territory. Manager Schultz 
was attending a funeral but his diligent 
staff of employees reported that busi- 
ness has been better recently than at 
any time in the past. 

Customers Are Friends 

L. J. Roberts & Son operate the ele- 
vator formerly owned by the Indepen- 
dence Grain & Live Stock association, 
Independence. Judging from the large 
number of idle elevators located along 
the railroad tracks, it was evident that 
the town was a busy grain shipping 
center previous to the shifting west- 
ward of the wheat belt. 

Olson’s feed store, Blair, has noticed 
a consecutive yearly increase in sales 
since the store was established seven 
years ago. Manager Prie Olson and 
his brother are personal friends of 
every farmer in the community, calling 
them by their first names and mixing 
with them at auctions, church and so- 
cial affairs. They have just moved a 
large elevator to the rear of their ware- 
house, remodelled and painted it so that 
it is now the most imposing structure 
in the village. While we were having 
a friendly chat with the brothers, one 
of their customers came in with sam- 
pls of speltz, the first grown in the 
state. A Milwaukee jobber who had 
just dropped in, analyzed the sample 
and commented on its high quality. 

H. H. Van Gorden & Sons recently 
purchased the Pigeon Grain & Live- 
stock establishment at Whitehall which 
they are now operating as a branch of 
their main plant at Black River Falls. 
Harry Yan Gorden, father of the three 
boys, Bruce, Kenneth and Archie, is 
in charge of the branch which has been 
doing an exceptionally good business. 
Bruce, who manages the mill at Black 
River Falls, has a large picture of his 
father and mother dressed in full Indian 
regalia. The costumes were made by 
Indians living in the district and have 
helped the father and mother to carry 
off honors at the various annual mask 

(Continued on Page Thirty-three) 
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N the outskirts of a medium-sized Eastern Pennsyl- 
O vania town is a feed dealer. Open the door into his 
office and you are likely to trip over an old box or 
some other junk Lefore reaching the proprietor, bask- 
ing luxuriantly on a sack of feed behind a tobacco spattered 
stove. Ask him how business is, and he, accompanied by the 
doleful chorus of idle hangers-on, will tell you, “‘it’s rotten.” 
Ask him, as the writer did, how much of his time he 
spends selling out on the farm and he will look up at you 
with somewhat of a hurt expression in his eyes, and reply— 
even as so many other dealers in every part of the country— 
“No, sir, I wouldn’t think of going out and trying to get an 
order from one of these farmers. They'd resent it.” But at 
the same time, they don’t seem to resent the coming of the 
radio man, or the automobile salesman, or the live wire farm 
machinery dealer. 

The time may have been when the feed dealer could sit 
on a sack and wait for customers to come to him, or when 
the produce man and the lumber man and the coal man could 
be content with the business that drifted in. Modern mer- 
chandising, carried on under highly competitive conditions, 
demands more aggressive effort. The merchant who is most 
successful is the one who carries his sales story right out to 
the farmer’s place. 

Why Do Outside Selling? 

There are five major reasons why every merchant selling 
to the farmer should do much of that selling on the farm: 

1.—To protect his business—don’t forget that competitors 
are probably out selling; 

2.—To gain first-hand information about the farmers’ op- 
erations—-he may go to sell him feed and find that ke is also 
a good prospect for a disc plow; 

3.—To hold customers—it is frequently out of sight, out 
of mind with them; if he is not “on his toes” seeing them 
regularly, it is relatively easy for a competitor to come in 
and sell his liné; 

4.—To build good will by showing interest in the cus- 
tomer and his problems; 

5.—First hand information gained from personal calls, 
puts the dealer in a better position to judge the customer as 
a credit risk. 

Be Orderly About Outside Work 

Even though a tremendously large number of farm sup- 
ply dealers are doing outside selling, too many are going 
about it in a haphazard fashion. To make every selling 
minute count, outside activity should be organized, preferably 
around a product of constant need of which an admirable 
example is feed for livestock and poultry. The farmer is 
buying feed regularly—call on him regularly for his order 
and you will be on the job when he needs fertilizer, a new 
harrow, or such other supplies as you may carry. 

The sales route plan: A number of progressive farm sup- 
ply dealers have organized their outside selling on the basis 
of definite routes. They cover one particular road or one par- 
ticular section of their territory on a definite day each week, 
every two weeks, or each month, depending upon local needs. 

A sales and delivery route represents a common applica- 
tion of the plan. At regular intervals, depending upon the 
needs, the store proprietor or salesman calls on every farmer 
on a particular route selling them their requirements for the 
interval until the next regular call. On the following day, de- 
liveries are made. 

Similar to this plan is the delivery and sales route. After 
such a route has once become established, its operation is 
entirely in the hands of the driver-salesman. When he de- 
livers to a customer, he gets the order for the following de- 
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Merchandising Farm Supplies 


Chapter 9. Organizing Outside Selling 
By F. Harvey Morse 


livery. This driver-salesman will also call upon as many 
unsold prospects as time permits, and attempt to make cus- 
tomers of them. 

Another variation is the milk route plan—worked by 
dealers who operate no trucks of their own. For instance, a 
certain aggressive dealer over in Greenville, Ill., discovered 
that there were a number of milk truck routes established into 
his town—to haul cream to the local, condensary. He ar- 
ranged with those condensary draymen to back-haul feed 
and other supplies to his feeders. In the case of a section 
or two not covered by milk routes, he employs regular dray- 
men to do the delivering. Sales are made on the usual route 
basis. 

One of the features that commend this plan is the fact 
that all delivery payments are handled between the driver 
and the customer, each feeder paying ten to fifteen cents a 
bag, depending upon the length of the haul. This relieves 
the dealer entirely of truck worries, accounting charges for 
hauling, and things of that sort. This Greenville dealer has 
been working this plan successfully for over ten years. A 
similar plan is worked by an Oxford, Pa., dealer who has 
also arranged with the truckman to take orders for his pro- 
ducts on a commission basis. 

A type of route less frequently used is the peddling 
route. A dealer will load up his truck with feed, fertilizer, 
seeds (depending on the ‘season), and cover his route sell- 
ing direct from the truck without previous orders. A num- 
ber of states levy rather heavy license taxes on this type of 
selling. These should be investigated before attempting a 
route of this kind. 

Route plan selling is suitable for application to any kind 
of customer—large or small. Route plan delivery is suitable 
most particularly for the smaller customers—in order to mass 
small orders into one delivery load and so reduce delivery 
costs. Under the old scheme of things, a customer might 
phone today for a bag of feed or a block of salt. You would 
rush it out to him. Tomorrow, his neighbor would ’phone 
for a sack of fertilizer. You'd deliver that. The next day, a 
third neighbor might order something else, and you’d de- 
liver that. You’d make three or four trips for small orders 
whereas all could easily be delivered at one time and at a 
lower cost to you and the customer. 

Your bigger customer, on the other hand,—who buys in 
large quantities will naturally require special service. You 
will deliver to him whenever he orders, because the purchase 
usually represents a full load anyway. 

From the standpoint of the customer, the route plan has 
the advantage of keeping him stocked at all times. It’s a 
dependable plan that takes worry off of the customers’ shoul- 
ders. In their desire to be of real service, most dealers using 
the sales route idea provide order cards which they leave at 
the homes in the event they may arrive during the farmer’s 
absence. The card invites them to write the order and put 
it in the R. F. D. box, or to phone the dealer. 

The route plan has proven a tremendous stimulus to 
better collections for many dealers Some sell on a strictly 
c. o. d. basis; others on the basis of one delivery period. In 
other words, the truck driver delivers this week’s supply and 
collects for the load left last week—or the salesman does 
the collecting. 

Other dealers have found the route plan a very definite 
aid in reducing complaints and adjustments. When the sales- 
man goes around at regular intervals, he can watch conditions 
on the farm and he sees if his product is being used correctly 
and that it is giving the results it should. “One day a 

(Continued on Page Twenty-five) 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Hunting Dogs 


A Wisconsin feed dealer has turned 
his hobby into a profitable business 
builder. He owns five or six good hunt- 
ing dogs and when he is not using them 
himself offers to loan them to his farm 
customers. They appreciate this favor 
and in return give him their business. 
The feed store window during the hunt- 
ing season is always used for displays 
of game which kas been bagged. The 
name of the successful hunter is at- 
tached and arouses considerable pride 
and competition among the feed store 
patrons to see who can bring back the 
finest specimens of game birds and ani- 
mals. The displays also attract atten- 
tion to products handled by the store 
which are conspicuously featured. 


Parrot Talks 


In Michigan a feed dealer trained 
his pet parrot at home to brag about 
the feeds he was selling. One day he 
conceived the idea of taking the bird 
to the store with him. Customers were 
attracted by the gay plumage and in- 
termittently Polly would break out in 
a loud voice with, “Our feeds are good. 
Try them,” and other boosting remarks. 
The parrot soon became the star sales- 
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man of the store. The dealer also tied 
up the idea with his advertising which 
showed a picture of the bird and above 
it the caption “POLLY SAYS,” fol- 
lowed by the message the dealer wanted 
to put across. 


Resolution 


Each new year a Minnesota dealer 
mails to his trade a direct mail letter 
printed in the form of a resolution. In 
it he renews his pledge of striving to 
sell the best quality goods obtainable 
at the lowest possible price and to help 
the community to enjoy greater bless- 
ings and prosperity. One paragraph is 
devoted to the welcoming of criticism 
about the past year’s policies and the 
requesting of suggestions which will 
ie the dealer to be of greater service 
to his customers. The letter serves to 
build good will and develops confidence 
for the store among the farmers. 


Checking Up 


At the close of each old year a New 
York feed merchant checks the amount 
of feeds purchased from him by his 
leading customers during the past 12 
months. If the amount falls below the 
preceding year he immediately makes it 
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i S tee For distribution by dealers. Pack- 
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his business to ferret out the reason. By 
doing this he can usually discover 
whether the blame rests on him or 
whether circumstances on the patron’s 
farm caused the drop. If his own sales 
work or service is at fault he takes 
pains to correct it. Usually he can 
bring his volume back or increase it 
during the new year. In this way he 
not only takes inventory of his stock 
but also of himself. 


Christmas Trees 


Several dealers in various parts of 
the country boost their business each 
year by offering a free Christmas tree 
for a limited time with each ton of 
feed purchased. Farmers are glad to 
have the opportunity of obtaining a 
tree without tramping through the 
woods for it, and the idea gives the 
dealer an excellent chance for a sales 
inducement. The plan can be made ef- 
fective by displaying a trimmed tree in 
the window with a large placard an- 
nouncing the free offer. 


Popcorn for Kids 


An eastern feed dealer purchased a 
small second-hand pop corn machine 
and installed it in his store. He keeps 
it in operation during the day and passes 
out samples to the children who come 
to his establishment with their par- 
ents. The idea has enabled him to 
sell a large volume of pop corn which 
is displayed around the machine. It 
also serves as an inducement for chil- 
dren to coax their parents into trad- 
ing at the store so that they can get 
a free bag of pop corn. 
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Central Meeting 


at Wausau 


Attracts 50 Dealers 


ORE than 50 dealers attended 
M the sixth of a series of district 

meetings sponsored by the 

Central Retail Feed associa- 
tion which was held at the Wausau 
hotel, Wausau, November 19. 


A. L. Flanagan, Fraser-Smith Co., 
Milwaukee, spoke on barley, pointing 
out important highlights for shippers 
to observe in purchasing and marketing 
the grain. During the afternoon pre- 
ceding the meeting Mr. Flanagan dis- 
played samples of barley sold on the 
Milwaukee exchange on the day pre- 
vious. He compared the different grades 
and called attention to the prices ob- 
tained for each to give the dealers an 
idea of determining the amount to pay 
in purchasing from the grower. 


Arthur Eggen, Wisconsin representa- 
tive of the Mill Mutuals, explained the 
details it is necessary to observe to 
obtain a reduction in insurance rates. 
Salient points enumerated in his Wau- 
sau and addresses at previous district 
meetings are incorporated in a special 
article prepared for The Feed Bag, the 
second installment of which appears in 
this issue. 


Value of district meetings was em- 
phasized by Fred Christopherson, Mill- 
town Cooperative Produce and Shipping 
Association, Milltown, Wis., and vice 
president of the Central Retail Feed as- 
sociation, in a brief talk. He also ex- 
plained how his local organization, the 
New Richmond District Dealers club, 
operated, and urged the dealers to join 
their local organization and the Central 
association. 


David K. Steenbergh, Milwaukee, sec- 
retary of the Central association and 
managing editor of The Feed Bag, in a 
brief address urged greater support of 
the Central association and stressed the 
value of cooperation. 


Two dealers, John E. Jensen, Luck 
Cooperative Exchange, Luck, Wis., and 
E. H. Sather, New Richmond Roller 
Mills, New Richmond, Wis., both mem- 
bers of the New Richmond District 
Dealers club, drove more than 200 miles 
each way to show their interest in dis- 
trict gatherings and to extend the 
friendly greetings of the New Richmond 
club. 


Mr. Jensen was rewarded somewhat 
for his support by winning a Pyrex 
set contributed by the LaBudde Feed 
& Grain Co., Milwaukee, as an attend- 
ance prize. Another Pyrex set donated 
by the Central association was taken 
home by H. L. Gueller, manager of the 
retail branch of the Northern Milling 
Co., at Shawano, Wis. 


The meeting opened with a dinner 
followed by an excellent entertainment 
program. The Wausau Kiwanis club 
quartette sang several selections, two 
local girls received a big ovation for 
their Hill Billy numbers, and a soloist 
also contributed to the enjoyment of 
of those present. The entertainment 
was furnished through the courtesy of 
the Northern Milling Co., Wausau. H. 
H. Humphrey, sales manager of the 
firm, directed arrangements for the 
meeting. 


Rudy Opsal Lands a Big One 


Where’s Your Picture? 
Send It in Now 


Rudy Opsal, Arcady Farms Milling 
Co., had to stand up straight so this 
muskie, shown in the above picture and 
caught at Lake of the Woods in Canada 
on his vacation would not tower above 
him. And Rudy is no midget himself. 

The Feed Bag is anxious to obtain 
and publish pictures of readers with 
“the fish that didn’t get away,” the 


Pennsylvania 
Association 


TANDING committees of the 
S Pennsylvania Millers & Feed Deal- 
ers association were appointed for 
the coming year by the officers 
and board of directors of the organi- 
zation at a meeting held recently. An 
active program to improve the welfare 
of the entire industry is planned. Sug- 
gestions for improvement of the asso- 
ciation’s efforts are welcomed by the 
chairmen of the various committees and 
the president and secretary. The com- 
mittees appointed are as follows: 
Membership—Paul N. Seaman, Glen- 
side, Pa.; Albert B. Carey, Audubon, 
N. J.; R. A. Peebles, Millersburg, Pa.; 
George Strayer, York, Pa.; F. W. Beh- 
rens, Upper Darby, Pa., all to serve as 
chairmen, and E. E. May, Chambers- 
burg, Pa.; R. M. Hartzel, Chalfont, 
Pa.; H. V. White, Bloomsburg, Pa.; 
H. J. Hefty, Watsontown, Pa.; A. T. 
Collins, Mt. Pleasant, Pa.; C. Y. Wag- 
ner, Bellefonte, Pa.; C. C. Gumbert, 
New Bethlehem, Pa.; J. A. Eichman, 
Globe City, Pa.; C. A. Hoffa, Wilkes- 
Barre, Pa.; E. K. Zartman, Lititz, Pa. 
Milling and Machinery—C. C. Gum- 
bert, New Bethlehem, Pa., chairman; 
H. N. Vredenburg, Muncy, Pa.; C. E. 
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tiger brought back alive—in fact any- 
thing which demonstrates their outdoor 
prowess. It is also wondering what 
success the members of the Buck Shot 
club, organized last March, has enjoyed 
and suggests that Walter Uebele, Bur- 
lington Feed Co. Burlington, president, 
ask for an accounting from his subjects. 
Mail your pictures with a brief letter 
telling how you did it to Buck Shots 
Department, The Feed Bag, 741 N. 
Milwaukee street, Milwaukee. 


RALPH LEE, who has been con- 
nected with the J. J. Badenoch Co., 
Chicago, for seven years and Vitality 
Mills, Inc., for the past five became as- 
sociated with Arcady Farms Milling 
Co., Chicago, on December 1. 


THERESA FARMERS Cooperative, 
Theresa, Wis., is building an addition 
to its elevator and installing a new 
mixer and feed mill. 


WILLIAM BELL, who has been 
connected with the Empire mill and 
feed store, Franksville, N. Y., and his 
wife recently celebrated their 60th wed- 
ding anniversary. Mr. Bell is 90 years 
old. He has been engaged in the flour 
and feed business in various capacities 
nearly his entire life. 


HARRY COWAN, manager Minne- 
apolis office, Spencer Kellogg & Sons, 
Inc., returned November 19 from a 10- 
day trip to Chicago, Des Moines, Kan- 
sas City, Omaha and Lincoln in the 
interests of Kellogg’s perfected type 
hydraulic soybean meal. 


MARSHALL BEAUBAIRE, man- 
ager of the Acme Feed Products Co., 
Minneapolis, believes in starting his 
family in the business young. On his 
attractive letterhead he lists his son, 
Robert, as his associate and partner. 
The boy is only six months old but 
Marshall reports that he already asserts 
his authority, particularly at meal time. 


Dealers Name 
Committees 


Grove, Seaford, Del.; J. H. Barnes, 
we Pa.; E. E. May, Chambersburg, 

a 

Transportation—H. F. Schell, Lancas- 
ter, Pa., chairman; Julius Lentz, Lau- 
rys Station, Pa.; . H. Harlacher, 
Highspire, Pa.; S. A. Barshinger, Red 
Lion, Pa.; A. B. C. Patton, Washing- 
ton, Pa.; E. J. Eshelman, Lancaster, 
Pa.; Jacob Trindley, Linfield, Pa. 
Legislative—J. E. Lentz, Laurys Sta- 
tion, Pa., chairman; H. V. White, 
Bloomsburg, Pa; H. F. Schell, Lancas- 
ter, Pa.; W. H. Harlacher, Highspire, 
Pa.; R. C. Miner, Wilkes-Barre, Pa.; 
R. I. Aten, Macungie, Pa. 

Publicity—John Hood, Harrisburg, 
Pa., chairman; Newton C. Evans, Chi- 
cago, Ill.; Edgar Black, Buffalo, N. Y.; 
W. G. Martin, New York, N. Y.; David 
K. Steenbergh, Milwaukee, Wis. 

Insurance—C. H. Hutchison, Harris- 
burg, Pa., chairman; John Hoffa, 
Wilkes-Barre, Pa.; C. C. Gumbert, New 
Bethlehem, Pa.; George Dayton, To- 
wanda, Pa. 

Grain Adulteration—Joseph W. Weid- 
emann, York, Pa., chairman; George A. 
Arnold, Taneytown, Md.; Edgar Black, 
Buffalo, N. Y. 
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Williams to Represent 
Dawes Products Co. 


Dawes Products Co., Denver, Colo., 
announces the appointment of Lin A. 
Williams, Milwaukee, as Wisconsin rep- 
resentative for Vitamelk Concentrate 
manufactured by the firm. 

Mr. Williams is well-known through- 
out the state, having called on the feed 
trade for the past 20 years. He is 
president of the Salesmen’s club which 
was recently organized and is affiliated 
with the Central Retail Feed associa- 
tion. 

Vitamelk will be distributed through 
the feed department of the Stratton 
Grain Co., Milwaukee, of which John 
Jouno is manager. The product is a 
blend of vitamins, minerals, and other 


important ingredients with dry milk, 
produced by a secret process. It is 
furnished in easy-to-mix powdered form. 

Mr. Williams who, until his appoint- 
ment as Wisconsin representative for 
the Dawes Products Co., was exclusive- 
ly on the sales staff of the Stratton 
Grain Co., will continue to represent 
Stratton with a full line of feeds, feed 
ingredients and grain. 


SCHULTZ BROS., Sheboygan, Wis., 
are constructing a new warehouse to 
take care of increasing business. 


L. WALLACE, Wallace Grain Co., 
Sheridan, Ind., is in the Methodist hos- 
pital, Indianapolis, where he is under- 
going medical observation necessitated 
by a recent operation. 


INGREDIENT 


that doesn’t 


King & Co. 


SHOW in the WEIGHT 


After all, feed must be bought pretty much on 
faith. The sack tells you that a certain list of 
ingredients weighs 100 lbs. 
judge the quality of the different elements or 
tell whether an effective amount of each has 
-been included? There is only one way! 
by knowing the worth of an all-important extra 
ingredient that doesn’t appear in the weight. 
Into all sacks of STERLING and NORTHLAND 
feeds go the name and reputation of Northrup, 
Into each feeding formula go their 
experience and years of research. For more pro- 
ductive dairy, livestock and poultry feeding in 
your community, stock and 
push Sterling and Northland 
brand extra measure feeds. 


NORTHRUP, KING & CO. 


Minneapolis 


But how can you 


It is 


Dependable 


Since 1884 Minnesota 
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INDIANA SALES 
Feed sales for Indiana in 1934 in- 
creased 10 per cent over the previous 
year, according to a survey made by 


the Purdue university agricultural ex- 
periment station. The value of the feed 
scld was 26 per cent greater than a 
year ago. Hominy feed and meal sales 
showed the greatest increase. Poultry 
mashes and dairy rations also registered 
gains. 


STUTZ MARRIES 

G. L. Stutz, formerly of The Feed 
Bag staff, has announced his marriage 
to Miss Marjorie Dodd, daughter of 
Dr. and Mrs. J. R. Dodd, Tomahawk, 
Wis. The wedding took place August 
4 at Waukegan, IIl., and until recently 
was kept a secret even from the young 
couple’s closest friends. 


MORE CALVES 

Nearly 49 per cent more calves are 
being raised on Wisconsin farms now 
than a year ago. Estimates of the 
number of dairy cattle in the state in- 
dicates a decrease of about 5 per cent. 
The average milk cow price is now 
$24.00 per head higher than a year ago. 


KASCO BOOKLET 

How to conduct a successful hatch- 
ing egg program is presented in a new 
booklet issued by Kasco Mills, Inc., 
Waverly, N. Y. The feeding program 
recommended was introduced by the 
company on September 1. Copies of 
the booklet will be furnished free to 
those who write the firm either at 
Waverly, N. Y. or Toledo, Ohio. 


IOWA 


Richland fuel and feed mill office 
and sheds, Richland, were destroyed re- 
cently by fire. 

Standard Soybean Processing Co. 
plant, Centerville, was damaged recently 
by fire, with a loss established at $8,000. 

Fleck Elevator Co. Kilduff, was 
struck by lightning November 3, and 
destroyed by the fire which followed. 
Loss was estimated at $16,000. 

C. E. Marshall, former manager of 
the Sioux Valley Grain Co. elevator at 
Chatsworth, has leased the old Bruns- 
kill elevator, Hawarden, and opened it 
for business November 4. 

Ulmer elevator, Ulmer, which has 
been operated for the past several years 
by Meyer Bros. of Breda, has been pur- 
chased by P. O. Murray of Mahaska, 
Kans. 


WISCONSIN 

C. H. Fintel Co., Genesee Depot, has 
sold its hardware, lumber and feed busi- 
ness to Edward Perkins who will take 
possession March 1, 1936. 

Green & Co., Evansville, has been 
incorporated to operate a grain and feed 
business. Incorporators are F. B. Green, 
L. J. Green and J. B. Green. 

Central Wisconsin Seed Co., Wau- 
paca, has installed a feed mixer. 

Simon Schwabenlander has purchased 
the former Farmers Cooperative Co. es- 
tablishment and will operate a feed busi- 
ness under the name, Hilbert Elevator. 
A feed grinder has been installed. 

Charter Oak Mills, Black River Falls, 
has installed a new corn cracker and 
grader. 

S. E. Lee, Osseo, has installed a new 
corn cutter and grader. 
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Special Sales Events 


(Continued from Page Twenty-one) 


woman complained that her chicks were dying,” reports a 
feed dealer. ‘‘We went out to her brooder house and found 
that they were being chilled. The heater was set for 80 
degrees when it should have been set at 100 degrees. Had 
we not been right on the job, the chances are that she would 
have blamed the feed. It’s things such as this, which make 
our customers like the route plan.” 


Starting Sales Routes 

It is best to start the route plan gradually—one route 
at a time so that you can check results and adjust your per- 
sonnel to the plan without an undue strain on any part of 
your business. First, make a survey of the proposed route. 
Call on every farmer; tell them that you want to be of more 
service to the farmers around your town; then explain that 
you plan to come around every so often to check over his 
requirements and to give such help and suggestions as he 
may want. Ask him whether he does not think such a serv- 
ice would be worthwhile to the farmers in your section. 
Then fill out a survey card with essential facts about his 
farming operations. For example: 

1.—Number of head of livestock and poultry. 

2.—Acres farmed and in what they are planted. 

3.—What farm equipment machinery has he and how old 
is it? 

4—Is his home equipped with a water plant, electric 
lights and things of that sort? 

The exact information you may want will depend some- 
what on the variety of lines you are handling. 

Every merchandising plan should, in the last analysis, be 
tested by results and the sales route is no exception. Such 
routes are working satisfactorily and profitably for hundreds 
of dealers in the United States and Canada but they are not 
all the same types of routes. If you are not offering delivery 
service now, it might be a fatal mistake to jump right in and 
buy a truck in order to establish a delivery route. Later on, 
after you have established several such routes, you may find 
that the addition of a truck may be justified. Whatever route 
plan you do use, check up after it has been in operation three 
or four months to see how many new customers you have 
secured and how the business has grown. Then you will 
know definitely whether a particular plan is advisable for 
you. 

Too often, the dealer is likely to take things for granted. 
“Why should I go to all that trouble,” he’s apt to say. “I’m 
getting just about all the business there is along that road, 
anyway.” Such a dealer needs the survey to show him his 
real possibilities. When the manufacturer’s salesman sug- 
gested to a prominent Florida feed dealer, to mention just 
one case, that he should work a sales route out of a branch 
point, the dealer replied, “Why, I’ve been working around 
here for three years and I’m probably selling most of the 
feeders there now.” Nevertheless, a survey showed the fol- 
lowing livestock on that particular proposed route: 

89 horses and mules that would eat 350 bags of horse 
feed a month. 

284 cows that would eat 700 bags of dairy feed a month. 

35,000 chickens that would consume 1,800 bags of poultry 
feed a month. 

There were enough livestock possibilities to take eight 
cars of feed a month—and the dealer was selling 60 bags a 
week! The sales route more than doubled that business 
within a few months—and it’s still growing. 


BLINN MILLING CO., Butler, Pa., 


EARLY & DANIEL CO., 


So many farm supply dealers in the United States and 
Canada are using some variation of the sales route plan suc- 
cessfully that it is fair to say it can be adapted to any local 
situation. Now and then, reports come in of the failure of 
the plan. Usually, there is a reason other than a weakness 
of the plan itself. For instance, one prominent Ohio dealer 
who established sales routes found that they were not in- 
creasing business as he thought they should. In checking 
up, he discovered that the plan was all right and that the 
trouble was with the man he had working the plan—he was 
just naturally a poor salesman. Some time later, this dealer 
employed a new salesman and sent him to a manufacturer’s 
dealer school and put his route plan into operation again. 
Today, he is operating 13 combination sales and delivery 
routes, covering them monthly—and is thoroughly sold on 
the plan. 

Route Plan Experiences 


Almost a volume might be filled with the experiences of 
dealers who have increased business through sales routes. 
There, for instance, is the Grand Rapids, Mich., dealer oper- 
ating just two routes, who increased his business 25 per 
cent. One typical trip resulted in $151.00 worth of buSiness 
on which the driver actually collected $71.00 as he delivered. 
That’s only a small part of his total business, of course. 
Here’s a dealer at Oskaloosa, Iowa, who developed his feed 
business to the extent of an extra car per month largely 
through sales routes—(without the delivery feature). 

There’s a produce house working both ends against the 
middle—hauls feed out to the farmer and brings his culls, in 
to town. Another dealer increased his feed business two cars 
a month—and a tremendous business he has—through two 
outside salesmen. An Uhrichsville, Ohio, dealer sells two- 
thirds of his business via sales routes. A Pennsylvania dealer 
sells three cars of feed per month as a result of two or three 
days’ work and gets over 75 per cent of his money within 
two weeks. Following a survey and installation of three sales 
routes, a Havana, Fla., dealer showed a 75 per cent increase 
in business. Another Pennsylvania dealer sells over a car- 
load of feed a week on routes alone. An Indiana dealer in- 
creased his business 150 per cent through seven sales rouges. 

Working With Manufacturer’s Salesmen fs 

Many of the more prominent manufacturers of farm pro- 
ducts are glad to have their outside salesmen do a certain 
amount of outside selling for their better dealers. It is dis- 
couraging still to find so many dealers who do not appreciate 
this service—who do not cooperate with the manufacturer’s 
salesmen and cash in on it fully. 

When a manufacturer’s salesman offers to go out and 
see some of your customers, take him up on it in a hurry— 
and go along with him. You know your customers pretty 
well. The manufacturer’s salesman knows his line. Work- 
ing together, you have an almost unbeatable combination. 
You are right on the ground to back up anything the saies- 
man says and to see that all arrangements are satisfactory to 
you. Your presence is in effect, a guarantee to the farmer 
that what the salesman says is true. He feels that you are 
standing back of the product being sold. He is more willing 
to sign an order when you are on hand than when the manu- 
facturer’s salesman goes out alone, because you are a local 
man. He knows that if anything goes wrong, you will look 
out for his interests. 


Another thing—don’t waste the time of a manufacturer’s 
salesman on small, unimportant customers, or those whom 
you can sell by yourself. He is, in a sense, a specialist. Use 
him on the “hard to crack” customers—those that you have 
difficulty in selling. 


Indian- LLOYD E. SMITH & CO., Plain- 


has remodelled its plant and installed 
new machinery including an 80 h.p. die- 
sel engine. 


CHARLES DAWE, Dawe’s Products 
Co., Denver, Col., was a recent visitor 
in Milwaukee in the interests of Vita- 
—_ Concentrate, manufactured by the 

rm. 


apolis, has moved its offices from the 
sixth floor of the Board of Trade build- 
ing to larger quarters on the eighth 
floor. 


RUSH COUNTY MILLS, Rushville, 
Ind., has purchased the soy bean plant 
of the Crescent Mills, Crothersville, 
from the Blish Milling Co. 
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well, Mich., has opened a _ wholesale 
cash and carry flour and feed business 
at Cedar Springs, Mich. 


HILLISBURG ELEVATOR, Hillis- 
burg, Ind., recently purchased by S. 
H. Johnson, was destroyed by fire, No- 
vember 8. Mr. Johnson is doubtful 
about rebuilding. 
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FARM ANIMALS must earn their keep by 
@ work or production. They can’t pull 
plows, they can’t produce meat or milk 
or eggs, unless they are in good health. 
A prime health food for all livestock is 
Cane Molasses. Its feeding value lies in 
its high sugar content, which furnishes 
energy inits most useable form. Its rich, 
tasty flavor appeals to all classes of 
animals. They eat lots of it, and so get 
the benefit ofits nutritive value and ofits 
tonic and conditioning effect—a great 
factor in keeping up health and produc- 
tion. 


Cane Molasses not only is healthy for 
animals. It is healthy for your business, 
too. Livestock feeders judge your ra- 
tions by the way their animals eat them 
and by the results they show. Because 
stock eat Molasses feeds with such evi- 
dent relish, because Molasses does defin- 
itely improve their health and condition. 
Cane Molasses will help win the critical 
feeder’s approval for your rations. 


Commercial Molasses Corporation is 
able to ship to you high quality Molasses 
in any quantity at the lowest freight 
rates. A letter or telegram will bring 
prices and full information, including a 
copy of the attractive 16 page booklet 
“CANE MOLASSES.” 


COMMERCIAL MOLASSES CORP. 
230 PARK AVENUE, NEW YORK CITY 
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Reducing Fire Hazards 
In Feed Mills 


(Continued from Page Nine) 


grain plants and mills is good “house- 
keeping”. This term covers a multitude 
of hazards and maintenance problems 
that should receive the careful atten- 
tion of every owner and every employee. 
With apologies to the toothpaste indus- 
try, we may say: “A clean property 
never decays—and seldom burns.” 

Each plant is a problem in itself as 
far as insurance rating is concerned. All 
the plants have some or all of the haz- 
ards that are inherent to the business 
and most of the feed mills and eleva- 
tors have some special hazard that could 
possibly be easily eliminated, with none 
or very little expense to the owner. 
These hazards can be discovered and 
pointed out to the owner by a good in- 
surance inspector and if the problem is 
complicated, special engineers are avail- 
able to plant owners free of charge. 
The insurance survey of plants by in- 
spectors and engineers has been re- 
sponsible for a great reduction in the 
cost of insurance to the feed and grain 
industries. The Underwriters Labora- 
tories of Chicago and the Mutual Fire 
Prevention Bureau of Chicago employ 
a staff of engineers who are always 
willing to work with the owners or 
operators to eliminate needless hazards 
and thereby reduce the loss by fire and 
at the same time reduce the cost of 
insurance to the owners. 

Fire is always a deadly enemy of in- 
dustry. If a factory burns, men are 
thrown out of work, investments are 
lost or impaired and the entire com- 


@ Armour’s Meat and Bone Scraps has 
very little fibre. That’s why I always 
come here. I can count on your stuff be- 
ro because you handle Armour’s 
feeds.” 


8. 

Armour feed dealers have this expe- 
rience over and over again. Steady cus- 
tomers year after year—customers who 
insist on Armour products—are the basis 
for the outstanding success of Armour 
feed dealers everywhere. This holds not 


... know, 


munity shares the adverse effect of 
lost purchasing power and destroyed 
opportunity. Taxable property is re- 
moved from the tax rolls and the re- 
sulting decrease must be made up by 
the more careful and fortunate. Fire 
prevention is both a duty and an obli- 


gation. It means actual savings to all. 
OHIO 
Forney feed store, Dayton, was 


robbed of $38.00 in cash November 17 
by thieves who entered through a win- 
dow. 

Delaware Farmers Exchange Co., 
Delaware, has purchased the West 
Grain, Coal & Feed Co., of Delaware. 
W. A. West has been retained as man- 
ager. 

Edward Hockman is installing new 
grinding machinery in his feed store. 

Cummings & Creswell, Cedarville, are 
installing a feed grinding plant. 

S. D. Peoples has taken over the 
Bradner feed mill, Bradner. 

Marion F. Wardell has purchased the 
Hass mill at Wilmot. He plans to re- 
model the plant and equip it for grind- 
ing and mixing feeds. 

Hallock Lumber Co., North Hamp- 
ton, has installed a feed mixer. 

John W. Moser, partner in the Ant- 
werp Grain Co., Antwerp, died recent- 
ly at a hospital following a long illness 
and an operation. 

The Allen elevator, Cedarville, owned 
by Mrs. Jane Arthur, Springfield, has 
been leased for one year by Roy Jacobs 
of Yellow Springs. An extensive re- 


modelling of the plant and the installa- 
tion of new machinery, including a grain 
drier, is planned. 


I’ve tried them all 


only for Armour’s Meat and Bone 
Scraps, but also for Armour’s Meat Meal 
’ Digester Tankage, Poultry Bone, Special 
Steamed Bone Meal, and Feeding Blood 
Flour. These meet every supplementary 
feed requirement of the farmer. 
Perhaps you don’t carry the full line 
of Armour feeds. It would be a mighty 
smart thing for you to do, if you are 
interested in increasing your profits. 
Write today for information. 


ARMOUR COMPANY 


Dept.C Union Stock Yards, Chicago 


Don’t fail to tell your customers that 
not only hogs, but beef and dairy cattle 
should be given supplementary feeds. 
Tests show that steersfed Armour’s Meat 


and Bone Scraps make greater gains in 
less time at lower cost, and that milkers 
need the minerals provided by Armour’s 
Special Steamed Bone Meal. 
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Deported Owl Adopted 
By Exchange Member 


An owl which was deported from his 
country surroundings because of fond- 
ness for fresh, young pullets, is now 
blinking harmlessly through the bars of 
a special cage in the back yard of one 
of the members of the Milwaukee Grain 
& Stock Exchange. 

The bird’s career reads like that of 
a bad boy. A farmer living in the ter- 
ritory served by Theodore H. Runte, 
feed dealer at Hilbert, Wis., noticed 
that pullets were disappearing from his 
chicken yard. He set a steel trap in 
the hope of catching a rat which he 
suspected, but one morning found Nir. 
Wise Old Owl flapping his wings vainly 
to get himself out of his predicament. 

The farmer captured the bird and 
brought it to Mr. Runte’s store where 
the feathered criminal remained on dis- 
play for public indignation for three 
weeks. His temporary good behavior 
induced Mr. Runte to allow him the 
freedom of the plant but the owl was 
soon in mischief again. He discovered 
a hen yard about a block from the feed 
store and feasted well for three days. 
Again a trap was set and supposedly 
wise Mr. Owl was soon a prisoner. 

With two charges of chicken stealing 
against him Mr. Runte and his friends 
decided upon deportation for the sen- 
tence. The bird was placed in a car 
of barley shipped to the Mohr-Holstein 
Commission Co., Milwaukee, where he 
was discovered in a bewildered and de- 
jected mood and brought to the Mil- 
waukee Grain & Stock Exchange. For 
a time the exchange considered donat- 
ing him to the Milwaukee zoo, but 
Louie Feldman, a member of the ex- 
change, agreed to take the exile and 
place him in a cage in his back yard. 
There he remains, no doubt dreaming 
of the splendid chicken dinners which 
he enjoyed at the expense of the old 
home-town folks. 


ANNOUNCES COMMITTEES 

S. W. Wilder, Cedar Rapids, Ia., 
president of the Grain & Feed Dealers 
National association, has announced the 
appointment of committees which will 
serve the organization during the en- 
suing year. Ward A. Brown, St. Louis, 
is chairman of the feed arbitration com- 
mittee. He will be assisted by Arthur 
F. Hopkins, Boston, and Don G. 
Lowell, Minneapolis. F. C. Greutker, 
Buffalo, is chairman of the grain pro- 
ducts committee, other members being 
G. E. Hillier, Cedar Rapids; Gaylord 
Stone, Fort Worth, Tex.; Horace P. 
Chapman, Seattle, Wash.; L. C. New- 
some, Minneapolis, and Charles P. 
Dreyer, Kansas City. 


OHIO CONVENTION 

The Ohio Grain, Mill & Feed Dealers 
association will hold its annual conven- 
tion at Cedar Point, June 22 and 23. 
Plans for the meeting were discussed 
recently at a gathering of the board of 
directors of the organization. Cedar 
Point is a summer resort center and 
many entertainment features including 
boat rides, swimming contests and 
beach games will be held during the 
convention. W. W. Cummings, Colum- 
bus, secretary of the association, as- 
sures all who attend of a pleasant and 
profitable time. 


L. F. RAHRAR & SON have pur- 
chased the Miller & Thomas feed mill, 
Gas City, Ind. 


LEWISBURG FEED & Supply Co., 
Lewisburg, Ohio, has installed a new 
hammer mill and diesel engine. 


JIM GARVER, Garver Supply Co., 
Madison, and Paul Sather, sales director, 
King Midas Mill Co., Minneapolis, are 
being acclaimed by their friends as the 
greatest golf nuts in the country. They 
receutly played a match at the Black- 
hawk course, Madison, in the teeth of 
a driving blizzard with the temperature 
at 17 above. The next thing acquaint- 
ances are expecting them to do is chal- 
lenge each other to New Year’s day 
lawn mowing contest in Little America. 


VALDERS ELEVATOR CO., Val- 
ders, Wis., has completed the construc- 
tion of a large warehouse and improved 
the appearance of its elevators with a 
coat of aluminum paint. Elmer De- 
Broux is manager. 


FARM INCOME 

Farmers received $314,000,000 more 
in return for farm products during the 
first ten months of this year than they 
did in 1934, the United States depart- 
ment of agriculture reports. Total value 
of farm products marketed up to No- 
vember 1, 1935 was $5,099,000,000. The 
farmers received in addition $464,000,- 
00 in government benefit payments, 
making the total for 1935 $5,563,000,000 
as compared with $5,249,000,000 in the 
first ten months of 1934. 


TELEPHONES 
Office ... . .. DAly 0161 
Trading Floor. BRoadway 0640 


ee 


TO THE TRADE... 


Mth Best Wishes 
fer and 


a Srosperous Slew 


eee 


pik 
Roy I. CAMPBELL 


Personal Service 


G RA IN MILWAUKEE 


WISCONSIN 


All poultry rations should include liberal quantities of DAIRYLEA DRIED 
SKIM MILK. Also good in all rations for calves, poultry and swine. 
Carried by principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOCIATION, Inc. 


11 West 42nd Street 


- New York, N. Y. 
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STANLEY'S 
CROW REPELLENT Merchandisers 


THE STANDARD FOR OVER 20 YEARS 


Protects the farmers corn crop from Crows, Pheasants, Black- 
birds, Larks and all other corn-pullin3, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, etc. 


LIST PRIGES 
(1 Quart) Enough for $1.7 5 


STANLEY S 4 bushels of seed. 


CROW 


(% Pint) Enough for .60 


REEAVES..c 1 bushel seed. 

wes een come FROM YOUR JOBBER OR MAIN OFFICE 


Manufactured only by 


P. O. Box 1129G New Britain, Conn. 


Lets Set him out MILWAUKEE, WIS. 


of this quick 
Green Bay Chicago Buffalo 
Duluth Toledo Albany 
af Portland Omaha New York 
San'Francisco Ogdensburg Boston 


Welding 


of all styles and makes of 
ATTRITION 


RUNNER HEADS 


New and reconditioned 
heads in stock—so don’t 
shut down, Wire or Phone 
us your needs. 


ALSO REMACHINING, BALANCING and RESETTING 
All work done by experienced mill manufacturers 
and warranted for one year. If necessary our service 


car will call for repairs and deliver. Estimates cheer- 
fully given. 


ALL MAKES OF 
Hammer and Attrition Mills 
An opportunity to profit by our extensive REPAIRED, RECONDITIONED OR TRADED 
advertising campaign to dairymen, stock 

g paig 4 Plate Bolts and Ball Bearings in Stock. 


breeders, feeders and farmers. Increase your Motors Rewound—Parts Furnished, also Exchange 
sales by featuring this brand. Motors and Rentals. 

DIAMOND 
HULLER Co. 


An opportunity to do your customers a good Grinding Plates, Hammers 
» turn by selling them this old reliable and Screens for All Types 

quality brand that will give them the best 

wationmserne 4) results in their stock feeding rations. 


An opportunity to build up customer 
good will for your business. Check up 
your stock of MINNESOTA Linseed 
Meal. 


MINNESOTA LINSEED OIL CO. 
1100 So. 3rd Street Minneapolis, Minn. 
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Premium Egg Prices 
Help Sell Feeds 


(Continued from Page Fifteen) 


from the examples set by the perform- 
ance of flocks receiving your feed. You 
can invariably and justifiably attribute 
the better results to the better feed. 
The prospect will grant that point, be- 
cause he will admit that it is a higher 
priced feed and should therefore cost 
more. Now it is amazingly easy to 
show this prospect how little the addi- 
tional eggs received really cost, how 
little the additional milk production or 
weight gains in growing stock really 
cost. 

“If, for example, one of my custom- 
ers is obtaining 6 more eggs per year 
(worth 15 cents) from his hens and we 
know that it took approximately 40 
pounds of egg mash to feed this hen 
for the year, we find that by dividing 
40 pounds into 15 cents we get a value 
or extra worth of .00375 cents per 
pound of mash. This figure multiplied 
by 100 gives an extra value of $.375 
per bag, or $7.50 per ton. My feed does 
not cost that much more per ton, and 
if my customer has more than a six 
egg advantage my mash is worth still 
more to my new prospect. I can make 
him see that he is missing something 
by not feeding it.” 

Merit Products advertises regularly in 
the “Coldwater Shoppers Guide,” a 
mimeographed weekly sheet circulated 
free to the 8,000 residents of Coldwater 
and all the farm people getting mail on 
the rural routes going out of Cold- 
water. This ad always carries a hen 
or chick cartoon to attract attention, 
and quotes prices of products that 
week. Ads also appear in the weekly 
newspapers of Coldwater and several 
neighboring towns within the counties 
reached by Ellinger’s business, covering 
a radius of approximately 20 miles in 
all directions from Coldwater. More 
extensive and intensive advertising is 
planned for the winter, for Ellinger 
knows that it pays. 

“I can take a lesson from the hens 
who produce the eggs I market,” he 
said, “for every time a hen lays an egg 
she does plenty of cackling about it 
to advertise the fact.” 


MINNESOTA 

Joe Moore has purchased the Granite 
City Flour & Feed Co., St. Cloud, from 
Chester Freeburg. 

St. James Distributing Co., St. James, 
has been opened by Leonard Wolner 
who will conduct a feed and produce 
business. 

Minneapolis Feed Co. warehouse, 
Minneapolis, was destroyed by fire re- 
cently with a loss estimated at $6,000. 
Edward F. Wendt is owner and man- 
ager. 

Alphonse Vitalis is constructing an 
addition to his feed mill at Shafer and 
plans to install new machinery. 

Gibbon flour and feed mill, Gibbon, 
was damaged by fire recently with a 
loss estimated at $1,000. Work of re- 
pairing the plant has been started. 

Albert Allen is installing a new mixer 
in his feed mill at Jackson. 

Bird Island Grain & Feed Co., Bird 
Island, was badly damaged by a re- 
cent explosion. 

Farmers Elevator Co., Brewster, is 
constructing a new addition to its plant 
which will be used for mixing feeds. 


There better 


Oyster Shell produced than PILOT BRAND 
and most poultrymen throughout the 
country know it. 


So—there is none that is advertised to 
all poultrymen— sells so fast and is so 
profitable for dealers. 


Grow with PILOT BRAND. 


/ 


PILOT 
OYSTER SHELL 
FLAKE 


| 


OYSTER SHELL PrRopbucTs 
CORPORATION 


Kew Rochelle. N.Y. St. Louis, Mo. London, Eng. 


Shippers of... 


Corn « Oats 
Feed Barley 


Poultry and Milling Wheat 


°* Any Grade 
Any Quantity 
* Any Time 


Bunge Elevator 
MINNEAPOLIS 


Write or Wire for Quotations 


MINNESOTA 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


& 
Bran and Middlings 


—Higher in Protein— 


4 


\ 


\ TENNANT & HOYT CO. 
LAKE CITY, MINN. 


4 


AGS 


USED 


BURLAP 


AND 


COTTON 
BAGS 


ALL BAGS VACUUM CLEANED 


INDIVIDUALITY 


TWINE 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


Schedule National Meet 
For October 12, 13 


The Grain & Feed Dealers National 
association will hold its 1936 annual 
convention at the Schroeder hotel, Mil- 
waukee, October 12 and 13. 

Plans for the meeting were discussed 
at a recent gathering of the board of 
directors of the organization. 

Former conventions usually lasted 
three days but the 1936 parley will be 
a two-day affair. There will, however, 
be three business sessions, one on the 
first and two on the second day, the 
convention concluding with the banquet 
on the evening of the second day. 


MORE HORSES 

The bureau of agricultural economics 
estimates that more than 900,000 horses 
and mule colts will be raised this year, 
the largest number in recent history. 
Reports from pure bred associations 
show larger sales, advancing prices, 
greatly increased registrations and wide- 
spread interest. 


LONG DISTANCE MILLING 

What is believed to be a record in 
distance from which customers have 
been attracted is claimed by Brucmmer 
Bros. flour mill, Algoma, Wis. Recent- 
ly a truck from Ontonagon, Mich., 
brought about 200 bushels of wheat to 
the mill for grinding. The distance 
between that point and Algoma is about 
290 miles. Stanley Bruemmer, proprie- 
tor of the Bruemmer Bros. mill is 
anxious to hear from anyone who can 
beat this record. 


e HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OB SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 
Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


<a] ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, Ia..................2020000- Gluten Feed 
VANDERSLICE-LYNDS CO., Kansas City, Mo.................. Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb....Condensed and Dried Buttermilk 
L. C. NAISAWALD & SONS, INC. New York City........... Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 
THREE MINUTE CEREALS CO., Cedar Rapids, Ia...................+.. Oatfeed 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal... Alfalfa Leaf Meal 
HEALTH PRODUCTS CORPORATION............... CLO-TRATE Cod Liver Oil 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


Spring Wheat Flours 
Rye Flours 
Commercial and Mill Feeds 
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King Midas Salesmen 
Have Homecoming 


King Midas Mill Co., Minneapolis, 
Minn., was host to a large delegation of 
its representatives at a divisional sales 
meeting held at Minneapolis, November 
22, the Friday preceding the Minnesota- 
Wisconsin football game. 

Round table discussions were held 
and experiences were exchanged. Of- 
ficials of the company present at the 
meeting were W. M. Steinke, vice presi- 
dent and general sales manager; Paul 
Sather, sales director, and George Maas. 

A business session was held Friday 
morning followed by a noon luncheon 
and another business conference in the 
afternoon. On the following day the 
group attended the Wisconsin-Minne- 
sota football game. 

Sales representatives of the company 
present at the meeting included C. A. 
Cook, Milwaukee; E. W. Frank, Madi- 
son; J. B. Schultz, Racine; M. L. Mc- 
Cormack, Eau Claire; R. A. Martin, 
DePere; A. J. Jarrett, Oshkosh; H. E. 
Downey, Marinette; E. Gronlund, 
Iron Mountain, Mich.; V. E. Anderson, 
Escanaba, Mich.; G. L. Day and David 
M. McLeman, Clear Lake; Phil Knapp 
and C. H. Selden, Minneapolis. 


A. C. DORSCH, Cleveland, Wis., has 
installed a new mixer. 


BAGS TWO DEER 

J. H. Barton, vice president, National 
Oil Products Co., Harrison, N. J., is 
treating his many friends to choice 
venison steaks as the result of a two 
weeks’ hunting trip which he took re- 
cently in Hamilton county, Long Lake, 
N. Y., the heart of the Adirondacks. 
He brought back two deer, each weigh- 
ing close to 200 pounds. Mr. Barton 
was accompanied by his wife and Nor- 
ton Pfleger and Leo Mosch, both of the 
National Oil Products Co. 


FARM SERVICE PARLEY 

The second annual conference of the 
retail managers for Farm_ Service 
Stores, Inc., was held at Minneapolis, 
Saturday, November 23. After attend- 
ing the Wisconsin-Minnesota football 
game, the managers were guests of 
company Cfficials at a banquet held at 
the Andrews hotel. Farm Service Stores 
executives present were C. R. Bullis, 
president; A. J. Anderson, vice presi- 
dent and general manager, and C. W. 
Jensen, assistant manager. 


include.. DIAMOND CORN 
GLUTEN MEAL 


in your mash formula registrations for 1936 


PDenonp is an efficient protein ingredi- 
ent and rich source of vitamin A for 
starting, growing and laying mashes and for 
turkey rations. Not only has Diamond’s merit 
been proven in years of experiment and research, 
but the greatly increased commercial use of Dia- 
mond in mash formulas has established this 
product as a reliable and profitable ingredient. 
Hundreds of mixers, large and small, are now 
using Diamond in their poultry rations. Your 
own rations will be better ones in 1936 if regis- 
tered to contain Diamond. If you want advice 
about formulas, ask our salesman or write us: 


RATION SERVICE DEPT., 
CORN PRODUCTS SALES CO., 17 Battery Place, N.Y. City 


CORN PRODUCTS 


43% Protein 
Guaranteed 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 

Let us include MINNESOTA GIRL 

FLOUR in your next car of 
@ Queen Wheat Feed 
® Cherokee Pure Bran 
Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Guaranteed 


HI-TEST - SWEET - PURE CANE 


The cream of the crop at uo higher cost/ 
TANK CARS - BARRELS 


PHILADELPHIA - PENNSYLVANIA 


| NATIONAL MOLASSES COMPANY 


| 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FLOYD RHOADS feed mill, Fre- 
mont, Ia., was recently destroyed by 
fire. Loss was estimated at $5,000. 


HAMMER MILL SCREENS 
Save money on all sizes to fit eA make mill. 
We carry a “7 stock for prompt shipments. 
{ill Parts Company 
Dept. 20 West Bend, Wisconsin 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor— 
latest style machine—used short time. Write 
CD-121, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER FOR SALE 
Cutter—grader— polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-121, 

c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Suitable for 20 to 40 HP. Used 6 months. 
Bargain for cash. Write MM-121, c/o THE 
FEED BAG, Milwaukee, Wis. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suéggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 

A. L. STANCHFIELD & CO. 


Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


TRUCK OR CARLOADS 


MEAT SCRAPS 
LINSEED OIL MEAL 
SARDILENE OIL 


MANEY BROS. MILL & ELEVATOR co. 
MINNEAPOLIS, MINN 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


€ 
MIXED OR STRAIGHT 
CARS 


FEED MILL FOR SALE 
Water power mill with grinder, mixer, corn 
cracker, grain elevator, ample feed storage. Good 
territory. Good business. Good reason for sell- 
ing. Write E. J. KLESSIG, Fredonia, Wis. 


CK SCALE FOR SALE 
HOWES. RIRUCK SCALE—20 ton—9’ x 20’ 
a,” been in dry—bargain for cash. 
rite MD-121, c/o THE FEED BAG, Mil- 
waukee, Wis. 


FEED MILL FOR SALE 
Feed Mill equipped with 50 H. P. Bauer Ham- 
mer Mill and Fee at Wasuheuss for sale. In best 
dairy and poultry community. Inquire BOX 137, 
Browntown, Wis. 


STATE MANAGERS WANTED 
We are desirous of forming connections with 
men of ability, to market ULTRA-LIFE, the or- 
iginal all vitamin product, to feed manufacturers. 
We are the largest yer of an all vita- 
min product. ULTRA-LIFE has been tried and 
proven over a reputable manufac- 
turers in the United States, and has the background 

of biological test work, also advertising. 
Our proposition offers wonderful opportunity. 
We have men who have a yearly earning capacity 
in the five figure mark. Openings in the states 


‘of Wisconsin, ggg Kentucky, Tennessee, 


Tcxas, Arkansas and the 
New England states, onl 
ULTRA-LIFE LAB RATORIES, INC. 
105 South 35th St., E. St. Louis, IIl. 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 


Merchants Exchange St. Louis, Mo. 
Board of Trade Bidg. Kansas City, Mo. 


EWSOM 


FEEDCO. 
Feedstuffs 


166 W. Jackson Bivd. Chicago 


Northwest Linseed Meal Co. 


HEADQUARTERS FOR 


Pure LINSEED MEAL 


Write for price delivered your station. 


314 Flour Ex. Bldg., Minneapolis, Minn. 


HOLD ON! 


When in Milwaukee have 
your truck pick up ton lots 
of feed at our wholesale 
warehouses. 


Mill Feeds, Powdered 
Milk, Cod Liver Oil, 
Dried Yeast, Alfalfa 
Meal, Peat Moss. 


FEED SUPPLIES, INC. 


West Allis - 1637 South 83rd St. 
North Milwaukee - 3328 West Cameron Ave. 


XCELSIOR MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


CAMEL 


FANCY 
WHEAT 


FEED 


The Most Economical 
Feeding Material on 
the Market. 


Phone for Delivered Prices 
GENEVA 2911 


Vy alos 


Assures complete, economical vitamin 
our f Write for Particulars. 


Inc 


DES MOINES, IOWA 


AAAAAAAAAAAA 


“Wishing you 
GA Merry 
Christmas 
and 
G Kappy New 
Vear 


DAVE and MAX 
SCHUSTER 


CAPE COD INN 


Specializing in Sea Food, Delicacies, Steaks and Chops 
Grain & Stock Exchange, Milwaukee 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valle ey Milling Co. 


MINNEAPOLIS, MINN. 


GRAIN FUTURES ixactsvrry 


Phone Marquette 2329—Direct connection to Exchange 
Floor Assures PROMPT PERSONAL SERVICE. 


DONAHUE-ASTON CO. No. Milwaukee St. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. Co. 
EstasiisHep 1894 

PRINTERS 

LITHOGRAPHERS 

BINDERS 
522 N. MILWAUKEE STREET 
PHoneE | 076 MILWAUKEE 
Broapway WISCONSIN 
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Country Trip Recalls 
“Good Old Days 


(Continued from Page Twenty) 


balls held in the community. 

Bruce has a hobby of collecting hides 
from trappers in the district and makes 
a good profit annually selling them to 
furriers. According to him, it is his 
most profitable sideline. 

The Black River Falls store, opened 
about eight years ago, is one of the 
best paying units of the group which 
. includes stores at Whitehall, Neills- 
ville and Alma Center, A large tile 
warehouse, 50 feet wide and 100 feet 
Icng, neatly stores a large stock of feed, 
flour and other products and is also 
used to manufacture a complete line of 
feeds which are merchandised at all the 
stores under the firm’s brand name. All 
of the machinery is located in the base- 
ment of the structure and the platforms 
are arranged to provide excellent load- 
ing and unloading facilities. 

The Van Gordens report that busi- 
ness is better than ever and their com- 
munities have never noticed the de- 
pression. In business since 1874, the 
firm is looking forward to the day 
when Bruce’s little son, now two years 
old, can take over one of the company’s 
departments. 


ILLINOIS 
Ben Renkes, formerly associated with 
his brother in the Renkes Bros. feed 
mill, Morrison, passed away recently 
following a heart ailment. 
J. S. Higgins has opened a new feed 
store at Parkersburg. 


Elmer Zuck, Lanark, is constructing 


a new feed mill around his present 
structure. 

Anna Flour & Feed Co., Anna, has 
disposed of its wholesale beer business 
to the Midwest Dairy Products Co. 

L. A. Junod, Greenville, has installed 
a new one ton feed mixer. 

Thurle D. Swain has purchased the 
Millway hatchery and _ feed store, 
Dixon. 


Schaper Feed & Supply Co., Pana, 
held the grand opening of its new build- 
ing, November 9, and was host to sev- 
eral hundred customers. 

Warners Feed & Supply Co., Syca- 
more, has opened a creamery station 
which it will operate in connection with 
its feed store. 

W. O. Greever, Kansas, has sold his 
feed and coal business to Chester Acord. 


ARCTIC Cod Liver Oil 


Oil. 


strong. 


a reason why more and more feed 


dealers are switching to Arctic Pure Cod Liver 
It gives better results. 


Arctic is guaranteed as to its Vitamin A and D 
potency. Will give complete protection at level 
of 4 to 1 per cent. 


Order your supply now. 


oo 63c per gal. is the price. 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WISCONSIN 


The market is very 


eee 


ay 


100 BOUNDS NET WEIGHT 


TRACE 


Old Process 


LINSEED MEAL 


GUARANTEED ANALYSIS 

YDRA 

SA NITROGEN GEN FREE 32% FIBRE 9%)4 


SPENCER KELLOGG 


NORTHWESTERN SALES OFFICE 


368 NEW CHAMBER OF COMMERCE. 
MINNEAPOLIS, MINN, 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


note of healthful 


| 


Pecos Valley Alfalfa Mill 
Hagerman,N.M. . 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would ke appreciated. 
Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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RIEBS VIEW 


Vol. 3, No. 12 


__ December, 1935 Milwaukee, Wis. 


Ileap on more wood! the wind 
is chill; 

But let it whistle as it will, 

Well keep our Christmas 
morry still. 


The entire Personnel of The Riebs 
Co. joins in wishing you a Merry 
Christmas and a Most Happy and 
Prosperous New Year. It is also 
our sincere wish that we may 
ever continue to merit your high- 
est confidence. 


Published Monthly by The Riebs Co., Milwaukee 


Wishing our Customers 
and Friends 


A 
Heryg Merry Christmas 
and A @appy and 
Prosperous 
New Year 


Werthan Bag Corporation 
NASHVILLE, TENNESSEE 


Better Built Bags 


For accurate and rapid filling 
and weighing of 100-lb. bags of 
molasses feeds, dairy feeds and 
ground, soft meals “a 

use the new No. 13 


Sacking Scale ( | 
| 


Semi-automatic in action, with 
motor-driven feed agitator to 
handle all soft and non-free- 
flowing materials. 


Capacity range of No. 12 and 
No. 13 Models — 25 to 160 Ibs. 


No. 12 Model—for handling 
whole and scratch grains and 
all free-flowing stocks. 


Write today for illustrated cata- 
log, details and prices. 


Inc. 


Silver Creek, N. Y. 


Get More Business 
USE POST-CARD ADS! 


You can now illustrate, es 
print and address the 
cards yourself—dall on a 
simple, inexpensive 
little machine called y 

the 
Elliott Cardvertiser 


“Business 
Men Wise 
Cardvertise’’ 


Uncle Sam furnishes the penny postal cards. You have 
no cuts to buy or type to set. Businesses of all kinds — 
retailers, wholesalers, manufacturers—-are rapidly dis- 
covering the big results from postcard messages sent to 
customers and prospects. Time and money saving, too, 
for Churches, Lodges, Associations, all organizations, to 
contact members. 

ot post-card ads from others in your line. No obligation. Address 

Cardvertiser Dept., THE ELLIOTT CO. 
125 Albany St. ~ ~ Cambridge, Mass. 
Milwaukee Office: 5066 Plankinton Bidg. (Marquette 4523) 
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In the fable, the giant commanded his 
hen to lay. And she did... eggs of 
solid gold. 


This method won’t work today. Instead, the wise poultry man realizes 
he must feed properly if he is to secure profitable production. This re- 
quires selection of a feed which is carefully compounded from the finest 
ingredients, scientifically balanced in proteins, minerals, etc., and abun- 
dantly rich in vitamins A and D. 


Vitamin A is essential to health, growth, vigor and sustained production. 


Most egg mashes do not contain a sufficient quantity of this important o 
vitamin. 


University experiment station tests have proved that the amount of 
pro-vitamin A supplied to the ration from alfalfa leaf meal and yellow 
corn is not enough by nearly 50%. 


CLO-TRATE*—the concentrated cod liver oil—is the economical source 
of the vitamins A and D. The vitamin A in CLO-TRATE is a “true” 
vitamin, not a pro-vitamin (carotene); and hence does not need to be 
“converted” betore it can be utilized. And the vitamin D contents of 
CLO-TRATE gives your mashes guaranteed vitamin D protection. 


A fundamental requirement for profitable production is to supply the 
laying flock with an abundance of both vitamin A and D. CLO-TRATE 
supplies these in concentrated forms, which insures their most efficient 
utilization. 


Give CLO-TRATE an opportunity to demonstrate its value in your egg 
mashes. 


Write for our new 


tearter “Step up ALTH PRODUCTS CORPORATION 


True Vitamin A”’ 


CHICAGO NEWARK, N. J. SAN FRANCISCO 


*CLO-TRATE is made under the Barthen process 
(U.S. Patent No. 1984858) and is fully guaranteed. 


€LO TRATED FEEDS 


VITAMIN NS 
A. 


THE GIANT wis WEN 
: 
INTO LAYING | 
At 
| 
FOR 
Pouttry 


Cd. Our Many Friends 
We Wish a Merry Christmas 


and a Happy and Prosperous 
New Year 


KING MIDAS MILL CO., Minneapolis 


ALY 
NZ 


